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Bhi lal of 
STYLE NUMBER 2554 ‘i 


Brown and Rust, Side Gored Empire Pump. 
Panelled Vamp and Tongue. Two and three- 
eighths inch Continental Heel. ‘“cBRONX” Pat- 
tern. “GLENNA” Last. 
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IDR. NICHOLAS MURRAY BUT- 
LER, at the 183rd commencement 
of Columbia University, said: 
“The notion persists that, like the 
age of man’s body, the age of his 








mind and soul is measured by 
years. Nothing could be farther 
from the truth. Many of the oldest 
minds in the world, of which by 
no means the least number are to 
be found in the United States, have 
not yet reached their thirtieth birth- 
day. They are fixed and set as to 
every conceivable question. They 
have definitely decided everything. 
That which they do not know— 
and what an infinity it is!—is not 
worth knowing, and indeed should 
not be known at all. Minds and 
temperaments such as these have 
reached advanced old age, not, of 
course, as measured in terms of 
years, but in fact. This explains 
many of the follies of those young 
persons who are not youthful and 


who probably never will be. Their 


recurring birthdays measure change 
only, not growth. 

“The open, alert, vigorous and 
well-disciplined mind bent upon the 
achievement of high ideals in prac- 
tical fashion, facing new facts and 
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VOICE of the TRADE 


new problems as the passing years 
reveal them, always willing to 
change a point of view or to alter 
a policy if new facts and new con- 
ditions so warrant, is youthful by 
nature no matter how many years 
may have passed over it. The 
mounting years find it growing no 
older but keeping itself youthful, 
and manifesting that youth in a 
hundred ways.” 


* * * 


DR. EDGARD D. HEIST, D.O., 
Chairman of the Foot Section of 
the American Osteopathic Associa- 
tion, has outlined the superb series 
of addresses on the subject of feet 
and their functioning, for the pre- 
convention program of the Foot 
Section of the A. O. A., to be held 
at the Stevens Hotel, Chicago, 
July 3. 








As the program now stands, it 
alternates as speakers men from 
the shoe industry and osteopathic 
physicians. 

To this pre-cenvention meeting 
and to the breakfasts of the Foot 
Section meetings are invited all 
shoemen whether shoe fitters, sales- 
men or manufacturers. The Foot 
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Section of the American Osteo- 
pathic Association is desirous of 
having close cooperation with the 
shoe people. There will be no reg- 
istration fee for the shoemen. 


* * * 





FATHER’S DAY—June 20—is in 
for a commercial promotion. Al- 
ready the advertising experts have 
lined up all products from cameras 
to toothpaste. 

So why not jump aboard. The 
Old Man needs a break and what 
has greater appeal than shoes, slip- 


pers and socks. 
* * * 


6*THE ROMANCE OF LEATH- 
ER,” a brief history of leather and 
a description of tanning, is the 
compact booklet published by the 
Tanners Council of America at 100 
Gold Street, New York City. 
You should get a copy. It will 
cost you only a nickel and it will 
give you a better picture of the 
entire leather business than you 
have ever had before. 
* * * 


eJOHN F. CONRAD of Rochester, 
N. H., is versatile. He toils through 
each day as a heeler in the John 
Emerson Shoe Corporation plant, 
but finds time to serve well as 













































Mayor of Rochester. The other day 
he surprised fellow townsmen by 
grabbing a lawn mower and going 
over the Common—‘So it would 
look presentable on a_ holiday.” 
The Common is one of his favorite 
spots in the city and he often at- 
tends baseball games there. 


* * * 


MOCCASINS go soft-footed the 
world over, but under such remark- 
able names—the latest being the 
“Belgian.” Before that, the “Nor- 
slak” from Norway and every other 
term from Scotch, Swedish to Aus- 
trian. When all is said and done, 
ask the man who wears one and 
he says: “It’s a moccasin.” We 
have tried it out on a dozen wear- 
ers and they forget all the fancy 
names and point with pride to the 
comfort of their moccasins. No 
Summer has seen more in actual 
wear and the majority of them are 
true moccasins and worthy of their 
ancestry. 

Not so many years ago there 
was quite a campaign on the ter- 
minology of moccasins. The true 
moccasin, the moccasin pattern, the 
moccasin type, the mock-moccasin; 
and they all have that soft foot- 
freedom in the forepart and the 
comfort and ease all over. They 
may look sloppy, but they sure feel 
swell. 

So every store, everywhere, has 
an opportunity to sell an informal 
type of footwear that should be 
an extra in every man’s and boy’s 


wardrobe. 
ee 








CHAIN store taxes sweep through 
the states. Now comes Governor 
Earle of Pennsylvania, who signed 
a bill imposing: “a graduated tax 
starting with $1.00 per annum for 
single stores to $500 a store for 
chains operating five hundred or 
more stores.” 

Even before he signed the papers 
that made the taxes law, the Amer- 
ican Stores Company and The 
Great Atlantic & Pacific Com- 
pany struck a swift retaliatory blow 





UTOPIA—WHEN? 
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—The following statement appears 
in a booklet recently issued by 
The Machinery and Allied Prod- 
ucts Institute of Chicago: 

— "Seventy-five per cent increase in 
the 1929 production level would be 
necessary to provide a ‘reasonable’ 
standard of living for every family 
in the United States. The produc- 
tion equipment in 1929, according 
to exhaustive surveys, was capable 
of producing only about 20 per cent 
more than it did. From this it would 
appear that there is still plenty for 
both men and machines to do." 

—lIt will be long years before we 
reach that Utopian condition 
when all people will be enabled to 
enjoy a reasonable standard of 
living. 

—But we are trending in that direc- 
tion, as is evidenced by the great 
social and economic changes that 
are shaking the very foundations 
of our old system. 

—And as employment conditions 
improve, and a wider distribution 
of wealth (or purchasing power] is 
obtained, we will experience a 
‘corresponding up-surge in busi- 
— and production all along the 
ine. 

—Indeed, it may well be that within 
the next ten years we will have 
attained a condition of social im- 
provement that will sorely test the 
production capacity of industry. 

—tThen will it be necessary to ex- 
pand our system of production 
and distribution to a point far in 
advance of any existing blue 
prints of industrial engineers. 


Seve 6 TEE 


President 





by announcing the closing of about 
150 stores in Philadelphia and 
vicinity. Officials bluntly declared 
that the Chain Store Tax was the 
sole reason for closing. It was 
hinted that several hundred addi- 
tional stores throughout the state 
would be closed shortly. 

American Stores Company oper- 
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ates 1,778 stores in the state and 
the Atlantic & Pacific operates 
2,100 stores throughout the state. 
These great grocery chains are act- 
ing as was predicted, closing up 
those unprofitable units and con- 
centrating on bigger stores where 
a $500 license fee can be easily 
absorbed in one way or another in 
the conduct of business. 

The tax will have little effect on 
shoe chain operation for there is 
practically only one national chain 


with over 500 stores in America. 
* * * 


COMMODORE ELMER J. BLISS 
of the Regal Shoe Company re- 
turns from a world tour on the 
S/S STELLA POLARIS. The trip 
was made for rest and recreation, 
but wherever he went (and he 
visited Samoa, Fiji Islands, Bali, 
Singapore, Ceylon, Cape of Good 
Hope and odd spots the world 
over) he studied the human foot 
and its shoeing. 

No man has devoted more of his 
life to the art of shoe fitting than 
Mr. Bliss. He made an historical 
study of the fitting stick and dis- 
covered that the “barleycorn” was 
the first measure of size—three to 
the inch-—and that the first fitting 
stick was an invention of an old 
monk who wanted shoes to be made 
outside the monastic walls. And 
the common fitting stick of today 
is little changed from that mea- 
suring stick of the Fourteenth Cen- 


tury. 





Mr. Bliss was first to perfect the 
mechanical device giving length and 
width of both feet with speed and 
certainty. He was decorated by the 
War Department for his service to 
soldiers’ feet in 1916, 1917 and 
1918; and is still on call in an ad- 
visory capacity. 

* * * 
THE price increase from $6.50 
to $6.95 on Physical Culture Shoes 
for women was announced in a 
special newspaper advertising cam- 
paign last week. Key cities in the 





& wets &© | es 





BOOT AND SHOE RECORDER, June 12, 1937 


promotion were New York, Chi- 
cago, Boston and Philadelphia. 

In announcing that the price in- 
crease would be well below the 10 
to 15 per cent prevailing in the 
shoe industry, L. A. Leopold, gen- 
eral manager, remarked: 

“In holding the retail price in- 
crease down to a fraction less than 
7 per cent we have estimated on a 
greatly increased volume of busi- 
ness and a resulting lower over- 
head per unit on our shoes. Only 
by anticipating this greater volume 
and lower overhead could the in- 
creased cost of materials and labor 
be offset and the increase in retail 
price be kept at a minimum.” 





“SOWWHITE . . . OVERNIGHT.” 
New York is the strangest city in 
the world when it comes to dating 
a season. Decoration Day marks 
the beginning of whites, Labor 
Day, the exit. So. McCreery’s 
comes out, saying: : 

“White . . . Overnight . . . Quite 
suddenly the first Summer day is 
a reality . . . and we were right 
when. we predicted that the smart 
wardrobe would go ‘white over- 
night!’ Nothing else looks quite 
so cool and collected . . . nothing 
else so crisply, smartly feminine. 
First steps to Summer! Taken 
coolly in frosty white shoes air- 
cooled decoratively with perfora- 
tions, cut-out vamps, large port- 
holes and open toes.” 

* * * 


SAMUEL MARKS of Towanda, 
Pa., is visiting the shoe stores en- 
route to El Paso, Texas, and the 
Pacific Coast. He is traveling by 
car and is proud of the job that 
shoemen are doing everywhere in 
the public interest. 

While in Austin, Texas, he visited 
his nephew, Irving Ravel, and his 
partner, Robert Kinotkin. Mr. 
Marks points with pride to the 
fact that they perhaps rate as the 
youngest business men in Texas, 
operating a juvenile shoe store, for 


they are out of college less than 
a year and believe no other indus- 


‘' try has the opportunity for young 


men comparable to that of shoes. 


* * * 


BRETAIL shoe stores lead the mer- 
chandising world in point of cash 
and c.o.d. sales, open accounts be- 
ing few in number and installment 
sales virtually unknown. 

This has been disclosed by the 
Bureau of Census, Department of 
Commerce. Based on reports filed 
last year, covering business in 
1935, the bureau fixes retail shoe 
sales for cash at 92.8 per cent of 
all transactions; and finds open 
account sales amounting to 7.2 per 
cent. These statistics are in “round 
figures” and a negligible fraction 
off each covers such open accounts 
as exist. 

The percentage of cash and c.o.d. 
sales in the shoe trade is the largest 
of the 22 classifications into which 
retail business is broken down for 
census purposes. It exceeds even 
drug store sales, which are 92.1 for 
cash or collect on delivery. 

Retailers as a whole do only 67.8 
per cent of their business for cash 
or on the c.o.d. basis; 21.3 per 
cent on open account, and 10.9 per 
cent on the installment basis, ac- 
cording to the Census Bureau data. 

Of the 1,653,961 retail stores re- 


porting sales to the bureau for 
1935, 90 per cent were included in 
a cash-credit analysis of sales. 
Their sales represent 84.5 per cent 


of the totals for all stores. 
* * * 


CHANNING POLLOCK says: “To- 
day, we have arrived at a crisis 
where civilization must be carried 
on by superior ability, or sur- 
render to superior numbers. We 
are witnessing one of history’s 
greatest levelings, a vast equalizing 
of incentives and rewards, the 
penalizing of those capable of forg- 
ing ahead, and bringing up from 
the rear those who are not.” 


HEARRY LEIGHTON of Small- 
Abbott Co., Freeport, Maine, says: 
“There are six kinds of buyers: 
(1) IDEAL BUYER—One who 
looks—-likes—buys. (2) MUSICAI. 
BUYER—TI’Il make a note of it. 
(3) ANIMAL BUYER—I’Il bear 
you in mind. (4) MARINE BUY- 
ER—Il be in to sea you. (5) 
RUSSIAN BUYER—I’ll take one- 
uf-itch. (6) EXPECTANT BUY- 
ER—TIll see you Labor Day.” 
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"The men's costume prize goes to Mr. Soapstone for his vigorous 
portrayal of a shoe horn." 
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WITH the Boston Shoe Fair, the popular picture 
for Fall takes definite shape. For the majority of the 
exhibitors were firms who think of fashion in terms of 
best sellers. And the majority of buyers were picking 
volume winners—not style butterflies. 

Two of the radically new pattern themes of the sea- 
son, however, are slated to be widely popularized. One 
is the off-side step-in; the other is the so-called “Illu- 
sion” line. The first shoe type, with its decided swing 


¥ 






to the side, looks like a logical successor to the swing 


cross strap. It is different, it is lively and it will be be- 
coming to many feet. 

In the other, there is a danger element. This type, 
with its high curving vamp line carried far back on 
the quarter, is a tricky shoe to fit and a hard shoe to 
keep light and flattering. It looks best in evening slip- 
pers as we illustrate it here. Buyers going in for IlI- 
lusion types did well to see the shoes on the foot before 

In sports types, another runner is the cuff shoe 
derived from the little foot that Alix brought out last 





season, with a high vamp turned down over a side- 
buckling strap or gore. Successor to the shawl tongue, 
this shoe turns the same trick of shortening the foot 
and deserves to have a long and successful life. 

The other prevailing patterns feature high cut ox- 





fords and the oxford line in gored shoes; the gored 
shoes being more prevalent in the upper grades. Ox- 
ford toplines come in for special attention, with a flar- 
ing winged cut in front and a D’orsay suggestion at 
the side. Side-lace oxfords share in the general interest 
in asymmetric effects. Cross straps are represented but 
not so generally as last season. 

[TURN TO PAGE 55, PLEASE] 
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Correction” 


EARLY in my research work upon bunion, I found 
myself forced to certain novel conclusions concerning 
its nature and cause--conclusions much at variance 
with the theory in which I had been trained and with 
the prevailing view of my colleagues. According to 
the traditional theory, bunion is an enlargement of the 
great toe joint; and, with what might be called average 
success, I had performed the customary operation for 
its relief, ie., the partial removal of the head of the 
great metatarsal (the long arch bone running from the 
top of the instep to the base of the great toe) and the 
excision of the great toe joint. But the more often I 
performed this operation, the more it seemed to me 
that it not only was too severe, and attended with too 
great hazard to the future function of the foot, but that 
it was based upon an erroneous theory of cause. Grad- 
ually I began to realize that what had been construed 
hitherto as an enlargement of the bone was not a pri- 
mary enlargement at all, but, instead, simply a more 
or less pronounced buckling of the joint between the 
head of the great metatarsal and the base of the great 
toe. And, searching for the cause of that buckling, I 
found it in a more or less severe state of tendon imbal- 


2—The bunion joint 
before Dr. Hiss oper- 
ates by his 
method. 
Bunions are due to 
dislocated joints that 
buckle with every 
step—Not “enlarged 
joints.” 
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Los Angeles 





3—AIncision is made low on 
inner side of the joint. 


1—Dr. John Martin Hiss, M.D., 
performed this operation so that 
the Recorder might get special pic- 
tures thereof. 


ance, complicated with broken arch, and, consequently, 
with the malalignment and functional disorder of the 
whole foot. 

Under a merely local anesthesia the buckled joint is 
straightened and the base of the great toe reset upon 
the head of the great metatarsal in perfect alignment 
with it, while, at the same time, the all-important ab- 
ductor tendon which has slipped under the bone is 
brought back to normal position and fastened in place. 
Sometimes the counterbalancing tendon (abductor hal- 


4—tThe dislocated abductor tendon is severed, in 
order that it may be transplanted to a more favor- 
able position. 




















BUNIONS ARE 


by JOHN MARTIN GISS, M. D. 
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Candid Commentator ... 





A FORM OF HELL ON FOOT 


You Are Responsible Every Time You Misfit a Pair of Shoes 











5—The contracted tissues between the toes, that 6—The joint is then set by manipulation pre- 
hold the great toe out of line, are freed by a paratory to rebuilding the joint by plastic 
special pair of scissors. tendon surgery. 


lucis) must be detached from its insertion to permit ey is not “enlarged joint”—as the common diagnosis 
the necessary straightening of the joint; and sometimes pe ; ee ™ OP ee 
. : unton is noi ue to secretion 
a tuck must be taken in the abductor itself. ; false gristle or cartilage—as another common diagnosis would 
The foot, thus completely reorganized in arches, have it. 
joints, and tendons, now must be rested for some twelve Bunion is a dislocation of the great toe joint—neither more 
to fourteen days. Then the patient may resume the ane 
ordinary active life with the knowledge that every day— 
provided the right shoes are worn—the formerly de- ' 
f d but beautifull 1 foot is gatheri 1 
aaah aaaLaka |. ee 8—Skin is closed. Skin 
: ‘i / suture will be removed 
light of patients—especially m in — sere pens 
of the more active in spirit— ee ce 
who, having stumped around 
for years on bunion-deformed 
feet, find themselves sudden- 
ly thus able to walk, dance, 
is no small part of the sur- 
geon’s satisfaction. 


7—Transplanting the abductor ten- 

don. The first absorbable suture is 

being threaded into the needle. 

Tendon is shortened and fixed in 

a position to hold the great toe 
straight. 


9—The great toe is 
straight. The bunion 
joint has been set 
(not removed) and 
by tendon 
transplant. 
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WINDOWS 


SHOULD CARRY 
A 
VACATION 


MESSAGE 


SUMMER, vacation and the outdoor life will be démis. 


nant themes for shoe window promotion: during the 


next sixty days. All indications point to a ‘tremendous’ ™ 


year for Summer travel, and. travel éalls for new and 
different types of shoes, suitable for all the ‘varied ac- 


tivities in which the traveler expects*to participate. _ 
Sports and outdoor recreations of all sorts promise 
to touch a new high, for this year’ people have not 


only the leisure to indulge in these activities, but the 
wherewithal to provide themselves with the proper 
equipment, apparel and shoes. So more people will 
be potential customers for the types of shoes which 
Summer activities demand. 

Every shoe store will show white shoes, sport shoes 
and types of footwear suitable for travel and other 
Summer activities, but the kind of displays that pro- 
duce the best results from the standpoint of actual sales 
will be those which suggest the use, purpose and occa- 
sion for which the shoe was designed, or which indi- 
cate its place in the accessory picture. Showing of 
shoes and accessories in small groups to focus attention 
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on a particular leather or color is a common practice 
this season, and the more artistic and appealing the 
display, the more effective it is in attracting the atten- 
tion of customers and ultimately in producing sales. 

In telling the story of white shoes for Summer, the 
Stern Brothers window reproduced herewith is of par- 
ticular interest because of its comprehensive character 
and attention value. While thirty-five different styles 
were shown in all-whites and white combinations, the 
manner in which the shoes were arranged made it easy 
for the customer to study the individual styles, since 
the vertical arrangement brought all of the shoes close 
to the eyes. Displays of this character are practical as 
well as appealing to the eye. They cause people to 
stop and look and at the same time simplify the process 
of selection, so the woman who becomes interested in 
a particular style can easily walk into the store and 
call for the shoe she wants. 


An interesting grouping of shoes with handbags to 
match as featured by Lord & Taylor, New York. 





In this artistic manner, J. & J. Slater presented one 

‘ of the season’s new patterns which has been a subject 

of special promotion » al famous Fifth Avenue 
si 3 


Travel and Summer’s Outdoor Activities Form 
the Logical Theme for Shoe Store Displays dur- 
ing the Next Sixty Days—Good Windows Help 


Retailers Overcome “Mid-Summer Slump” 
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Franklin Simon & Co. featured the white accessory 

ensemble for Summer—shoes, handbag, hat, gloves and 

bracelet—in this unusual display, suitable for small 
window or interior wall case. 


The white shoe line-up for Summer. A comprehensive 
Decoration Day showing in all-white and combinations 
OY Stern masenerae 42nd Street, New York. 


“Summer on the Way” was the caption of the dis- 
play card which occupied a prominent position in the 
forefront of this window. “Complete collection of shoes 
for all possible occasions . . . ready for New York’s 
unofficial start of Summer . . . the Decoration Day 
week-end.” ’ ‘ 

The other displays illustrated this week belong in 
the category of small group displays, suitable for 
small windows, for a corner in a larger window that 
happens to be available for an accessory tie-up, or 
perhaps for a display case or “shadow box” inside the 
store or department. Keeping merchandise constantly 
before the eyes of customers is one of the important 
functions of modern promotion, and displays of this 
type are very helpful in accomplishing that purpose. 

Good displays play an important part in successful 
shoe selling at all times, but they are especially im- 
portant in Summer, for it is only by keeping seasonal 
merchandise constantly before prospective customers 
that the merchant has a chance of overcoming the tra- 
ditional “Summer slump.” Good displays plus care- 
fully planned advertising can help postpone the clear- 
ance season and in that way conserve profits during at 
least the early part of the warm weather season. 

[TURN TO PAGE'36, PLEASE! 
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TOTAL PRODUCTION 





A COMPARISON of the Bureau of Census production 
and value figures from 1927, up to and including the 
1935 figures recently released, reveals graphically the 
fall and rise of the shoe industry during the depression 
period. 

While production figures reached their depression 
low in 1931, and from then on have showed a steady 
increase in most divisions, it was not until 1935 that 
value figures showed a general upward trend. 

The 1933 average price per pair was $1.56; that of 
1935 reached $1.65. At the same time production had 
been down to a low of 316,057,030 pairs in 1931, gone 
up to 349,346,199 pairs in 1933, and up again to 388,- 
492,329 pairs in 1935. 

With a comparatively small increase in average price 
per pair, the industry literally pulled itself out of the 
depression by the boot straps. 

The 1935 production figure of 388,492,329 pairs 
not only broke all records, but topped the 1929 figure 
of 363,168,013 by a very comfortable margin. But the 
average price per pair was $1.65 in 1935 instead of 
$2.59 in 1929. 
TOTAL PRODUCTION 

The 1936 summary by the Bureau of the Census 
gives a production figure of 415,227,276 pairs. And 
for the first quarter of 1927 a gain over the first quar- 
ter of 1926 of 10,798,814 pairs or 20.5 per cent. 


MEN'S 
Since 1931 the volume. of men’s shoes has increased 
each year, reaching 103,783,574 pairs in 1936, with 
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Fall and Rise of Produetion 


The Public Gets the Most for Its Money 





in Shoes — A Survey Based on Census 


Bureau Figures 






WOMEN’S 


a pairage increase in the first quarter of 1937 of 4,867,- 
658 pairs. This represented a percentage increase of 
19.7 per cent in dress shoes and 16.9 per cent in work 
shoes. 


WOMEN'S 


Women’s shoes advanced from 115,260,759 pairs in 
1931 to 146,286,398 pairs in 1935, and up to 16l,- 
858,274 pairs in 1936. The first quarter of 1937 shows 
a further increase of 20.7 per cent. While all leather 
shoes for women did not increase greatly there were 
big increases recorded for part leather, part fabric, 
and all-fabric shoes. 


YOUTHS AND BOYS 


Youths’ and boys’ shoes did not fare as well, 1935 
production being lower than 1931, and 1936 still 
lower, being only 16,570,092 pairs. However, the first 
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and Priees in Shoe Industry 


1927 


YOUTHS AND BOYS 


quarter of 1937 records a gain of 27.4 over 1936 first 
quarter. 


MISSES AND CHILDREN 
Misses’ and children’s shoe production showed a 
gain from 42,351,527 pairs in 1931 to 49,339,339 pairs 
in 1933, then dropped again, the 1936 figure being 
36,844,929 pairs. 1937 first quarter, however, records 
a pick-up of 13.9 per cent over January-March, 1936. 


MISSES AND CHILDREN 


INFANTS 
Infants’ shoes continued a regular gain from 193] 
on, reaching 21,611,886 pairs in 1936, and recording 
a further production gain of 22.8 per cent in the first 
quarter of 1937. 


SLIPPERS AND MOCCASINS 


SLIPPERS AND MOCCASINS 
Slippers and moccasins kept going on to new highs 
after the 1931 drop to 34,478,068 pairs. 1935 topped 
1929, being 39,020,038 pairs, and 1936 went up to 
51,310,765 pairs with a further increase of 32.1 per 
cent in the first quarter of 1937. 
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ATHLETIC AND SPORTING 


ATHLETIC & SPORTING 

The recovery trend is further shown in the stepping 
up of average prices per pair throughout most groups 
after touching lows in 1933. Men’s shoes recorded the 
broadest step up from 1933 to 1935 with a gain of 20 
cents. per pair average. Other divisions showed less 
pronounced gains with the exceptions of athletic and 
sporting shoes which went up from $1.90 average to 
$2.28. The general average price per pair showed only 
a three-cent advance, from $1.89, to $1.92. 

In compiling these charts and figures Boot AND 
SHOE RECORDER has used carefully compiled data, but 


INFANTS 


it must be remembered that in some cases there may 
be readjustments from the figures issued by the Bureau 
of the Census. 

However, we believe that the figures as analyzed 
show what the industry has accomplished, and defi- 
nitely reveal the steady healthful advances that are 
taking place in nearly every division. 

[TURN TO PAGE 48, PLEASE] 
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Wake Up 


W£AAKE up and live! The little independent has a 
chance to grow up and go up. In fact, he has always 
had a chance but he has been more content to be a 
store-keeper than a merchant. David could lick Go- 
liath any day in the week, if he put as much muscle 
into his arm and as much directness into his shot. 
Instead, the little independent has groused and groaned 
and grumbled and has taken it for granted that the 
size of his adversary shut off the light of public interest 
in his little shop. 

Well, we are in a new day and the picture is like 
a fairy tale. The giant is being tied to the ground 
with many strands of string by the legislative Lillipu- 
tians. The chain store giant is all tied up with string 
for in more than twenty states there are taxes gradu- 
ating to $500 per store; and it may not be long before 
the giant will ‘be all bound round with the red tape 
of forty-eight states. 

Now along comes the wage and hour legislation, 
first in Congress and yet to move into the legislative 
labyrinth that meets the old dragon, the Supreme 
Court, to see whether or no it is constitutional in 
interstate business to regulate wages and hours in chain 
stores when all other businesses, intra-state, can do 
what they jolly well please. 

The Robinson-Patman act is going to tie the bands 
a little tighter when it insists upon proportionately 
equal terms in price, in advertising and in service and 
no secret deals anywhere, any time. That’s no simple 
strand of string. That’s a cable tow to stop all squirm- 
ing, wriggling and wrangling. 

And soon to come—fair practice regulation for all 
in trade, discontinuing a lot of practices done in secret 
and in shadow. 

The independent has also learned, since the first of 
the year, that in the gymnasium of price juggling, he 
can hold his own with anyone. 

All these spell woe in the realm of chain stores; 
but as we have said before—not so much concern in 
shoe chains because by and large they compete with 
clean stores, plenty of sizes, definite policies and a 
direct intent to give the public the most for the money. 
There is no question but what shoe chains are hard 
buyers, knowing their specifications and knowing above 
all else. the daily in and out of sizes and money... 
and all for cash. 

The little dealer, in the small town, has more shine 
on the seat of his pants than on the shoes he wears. 
He won’t even buy a can of ten-cent-store paint, and 
he invariably juggles the size on the shelf to fit the 





and Live? 


By ARTHUR D. ANDERSON 
EDITOR, BOOT AND SHOE RECORDER 


foot at the stool—being more interested in the immedi- 
ate dollar than in the future return of that customer. 

But the independent, small or large, has his 
day ahead, providing he will wake up and live. 
He must meet more people. He must go out after 
more trade. He must yell about his wares. He 
must use the facilities of the instantaneous stock 
departments that bring him the right shoes in the 
right size at the right price at the right moment. 
He must keep his stock in movement and mea- 
sure its age in weeks rather than in years. He 
is dealing with a very perishable commodity in 
this style-gambling day. He can no longer say: 
“I have opened my store. Here it is. Come and 
buy.” He has got to pull customers in with all the 
powers of attraction. 

With all their woes and worries, the chains are pretty 
tough competition but they can be licked and beaten 
if they don’t serve—for it isn’t the size of the dog in 
the fight. It’s the size of the fight in the dog. 

We have sensed an amazing growth in the number 
of little businesses, whose total annual sales are less 
than $5,000. They must be rendering service to the 
public in style, fit and value—otherwise they wouldn’t 
live a full day. It is a healthy sign to see this rise of 
tide in the little independent who wants to get bigger 
through thrift, frugality, unlimited hours and bound- 
less desire to serve customers. 

The little fellow knows full well, in the cold 
actuality of his little business, that legislation may 
seem to help on paper, but when it comes to 
getting business, he is in the fight for every dollar 
and every penny. But that’s how business was 
born and will continue to be, for the seeds of 
growth are planted close to the public and not 
in an office high in a building a thousand miles 
away. 

The chains are a trifle groggy but there is more 
punishment to come for in the future the terms of a 
big order are not going to be so very much different 
from a little order, volume considered. The disparity 
between competitors will not be in favor of the bulk 
order when the little guy learns how to be a real mer- 
chant—paying his bills, taking his discounts, buying 
carefully and moving his goods and making his wage 
and profit in ratio to his business and not “tapping 
the till” every time he needs a dime or a dollar. 
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GOOD SHOES + THESE HEELS 


SALES APPEAL 


@ Why do manufacturers 
go to the added expense 
of putting these top-quality 
heels on their shoes? 
They do it only because 
they know it adds better 
style — and the sales appeal GOODYEAR 
of “the greatest name in 
rubber” — to the other 
qualities built into their 
shoes. 

Notice the handsome ap- 
pearance of these twoblind- 
nailing heels—trim, “part 
of the shoe,” no visible nail 
holes. And their reputa- 
tion for long, slow, even 
wear adds greater value to 
better looks. 


It will pay you to specify 
the Goodyear Wingfoot or GOODYEAR 


the Goodyear “Custom” 
heel as factory equipment WI NGFOOT 


when ordering shoes. 


THE GREATEST NAME 


MORE PEOPLE WALK ON GOODYEAR HEELS THAN ON ANY OTHER KIND 

























UT is a smart shoe operator who realizes that he is 
dealing in accessories. Shoes of themselves are the 
most important accessory. Shoes must be right in line, 
color, pattern, type and fit. Next in importance are the 
dozens of accessories which also must be right in line, 
color, pattern and type. Save for hosiery, the size ele- 
ment is eliminated in these accessories. 

The desirability of every one of these accessories is 
predicated on the shoe selection. 

Develop your one-time hosiery department into a 
one-stop service fashion station for ail accessories 
which harmonize with the particular shoe styles which 
you carry. No one can carry all types of shoes suc- 
cessfully. No one can carry all kinds of accessories, 
either. 

You specialize in certain kinds and types of shoes. 
Go the next step in specializing in the accessories that 
are the same type as your shoe stock. Many a shoe 
sale has been lost through not having the right hand- 
bag, hosiery or buckle. 

The very period and time in which we live demands 
attention to the selection of the correct accessories. A 
period of femininity, color, flattery and romance. A 
woman must look her best, must be well dressed, well 
groomed and must have as many changes in costume 
as it is possible for her to have. These changes are 
best brought about by well-chosen accessories. 

It was not so long ago that accessories were almost 


ACCESSORIES Before The FACT 






~~ 
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by 
BESSIE M. GROUT, 


Fashion Adviser, Hosiery and Accessory Buyer, 
Los Angeles 


Gudes,. 


unheard of. Speaking from the viewpoint of just a 
woman, we have always bought hose, bags, gloves, 
jewelry and the like to wear when we needed them, 
in the type and kind we could best afford to buy. We- 
enjoyed wearing them because it was something new. 
We all like’ new things. 

No one ever thought of harmonizing, matching, 
blending and even contrasting accessories with the cos- 
tumes as we do today. It is imperative that we do this, 
for truly a woman’s wardrobe would be incomplete 
and her good dressing a question, did she not do so. 

The selling of accessories in shoe stores has been 
gradually growing. A few daring leaders have shown 
the way to others. Even department stores feel the 
necessity of having hosiery and handbag departments 
in with or directly adjoining their shoe selling sections. 
Independent shoe stores have a real opportunity to 
serve their patrons much better by studying the acces- 
sory fashion requirements of their trade. 

Unusual importance is given to accessories because 
they are planned to be worn with very definite types 
of clothes for different occasions. Accessories with re- 
lation to color and design are selected by smart women 

[TURN TO PAGE 41, PLEASE! 
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The news item is right. Wider margins of 

profit go with the shoes of better wearing 

gualities. Improved public purchasing power 

means more sales. TESTING THE “IRON’ OR THICKNESS 

: OF “BENCH BRAND’ LEATHER SOLES 

Are you prepared—or preparing—to accept the challenge of FOR UNIFORMITY AND PROPER CLASS. 
the economic forces now building up a situation charged with IFICATION 
potential benefits for you? It is not an ordinary opportunity 
which is afforded by present times to be of better service and 
thereby receive greater rewards. Let us help you back the 
slogan—Quality shoes for every purpose. 


KISTLER “BENCH BRAND” SOLE LEATHER 


fits into a quality merchandising picture perfectly. It adds dol- 
lars of value in customer satisfaction to every pair of men's 
street, dress, sport and heavy-duty shoes bottomed with it. Its 
use imposes no penalty on a favorable retail price. You may 
depend upon it to help you keep your mark-up up and due to 
turnover, the selling costs down. 


THIS CHART REPRESENTS A 
SIDE OF LEATHER. THE PART 
USEO FOF KISTLER “BENCH 
SRAND™ SOLES IS ABOUT 13% 
} i p OF THE WHOLE SIDE. 
() 


FOUNDED - 1840 


iano BOSTON: MASS: 
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FATES) NAME 


IN AMERICAN FOOT SURGERY 


q 


1937 


b Loin. creative skill in shoemaking that has given 


Marshall, Meadows and Stewart first place in many of 


America’s foremost stores, 


( YA nen advances in lasts, patterns and construc- 


tion to unite smartness and comfort, 


i Luo. strong, localized promotion plan, 


mean the creation of an extensive, expanding loyal 


patronage for 



































The opportunity for profit in this new 
program goes far beyond the capitaliza- 
tion of the prestige of America’s great- 
est figure in foot surgery. 


The plan puts into effect a complete 
system of shoe service that actually 
delivers the much sought but rarely 
found combination of smart appear- 
ance and correct fit. 


This new system and its effective mer- 
chandising generate the kind of cus- 
tomer following that is enthusiastic 
and vocal in its praise of the greater 
satisfaction it brings. 


It’s a real contribution to the success 
of any women’s shoe retailing opera- 
tion and the prestige of the merchant 
who uses it. Write for full details. 


MARSHALL, MEADOWS and STEWART, Inc. 
Division A-2, Auburn, N. Y. 














HOLLYWOOD has a new evening accessory fad. In- 
troduced by Marsha Hunt, Paramount player, gold 
mesh gloves and matching purses carry out the gold 
note stressed by many in their evening footwear. One 
of Marsha’s most interesting evening costumes is a gray 
chiffon dance dress with a full floating skirt. Set off 
by gold kid sandals and the new mesh gloves and bag, 
this makes a mighty smart combination for the younger 
set. 


* * * 


Glass shoes! That’s what I saw on Marlene Dietrich 
in one of her scenes in “Angel,” her new Paramount 
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Hollywood's New Accessory Fad . . . Glass 
Shoes for Marlene . . . Eleanor Powell in 
Search of Celebrities’ Dancing Shoes . . . Alice 
Fay’s Beaded Stockings . . . 


by h. r. t. 


A Style Tip for Daytime is supplied as Claudette 
Colbert and Gail Patrick emerge from the “front of- 
fice” at Paramount Studio on a sunny Summer after- 
noon. Claudette, starring now in “I Met Him In 
Paris,” wears a black crepe frock belted and trimmed 
in black patent leather. Her beret is black felt, im- 
ported from her native country. Gail wears a black 
and white printed dressmaker suit and a black straw 
cartwheel with a white halo. 


firm. With an ultra-feminine negligee of pink velvet, 
lined in real Russian ermine, the star glides grace- 
fully about in square-toed mules of glass composition, 
with gold kid soles and heels. 

* * * 

The patent leather vogue has swung to Summer beach 
togs, according to Julie Haydon, appearing in the new 
M-G-M production, “A Family Affair.” Julie’s smart 
new sun suit has a bolero of white patent leather, 
appliqued in bright colored felt flowers. Her beach 
shoes of the same leather lace with strips of gay felt. 

* * * 


Petit point is the newest trimming for Summer linen 
sandals according to Rochelle Hudson. The pretty, 
young 20th Century-Fox actress chooses hers in Eng- 
lish blue with the embroidery done in dull rose and 
green. Bright blue flowers on a big leghorn hat to 
match the shoes, and these accessories are found to 
harmonize with any number of pastel-colored Summer 
frocks. 

* * * 

Cora Witherspoon, soon to be seen in the 20th Cen- 
tury-Fox picture “Escape from Love,” finds a new use 
for patent leather. It is used in black to pipe the 
scallops on a white silk waistcoat that is part of a 
smart gray jacket suit, the coat so tailored that this 
shining trimming is revealed from neck to waistline. 
Black patent leather accessories are part of the scheme, 
and so are narrow pipings of patent on a gray felt hat. 

* * * 


Alice Faye, endowed with a pair of the shapeliest 
ankles in all of Hollywood, can well afford to launch 
the newest in stocking innovations. These are sheer 
affairs, designed for evening use, that employ a narrow 
line of beading instead of the usual clocks. Alice’s 
choice is tiny coral beads on flesh-colored stockings 
that are worn with a picture frock of French blue. 

[TURN TO PAGE 36, PLEASE | 



















pOOT AND SHOE RECORDER, June 12, 1937 


a ee digcics . 
EE. GES Sy 


@ In the selection of her 
shoes — as in the choice of her 
clothes — she seeks the dis- 
tinctive quality that gives her 
absolute confidence in her ap- 


pearance. 


© She demands that ap- 
peal of smartness — neatness 
— smoothness — in the toes of 
her shoes which means — “Built 
with Celastic.” 


THE QUALITY BOX TOE 


UNITED SHOE MACHINERY CORPORATION 


BOSTON, MASSACHUSETTS 
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A NEW 


STORE COMFORT | NUNN-BUSH 
MAKES FOR 
BETTER SERVICE 





































New Nunn-Bush Shop in New York Designed 
for Customer Convenience and Comfortable 


Working Conditions for Employees 


THE new Nunn-Bush men’s shoe store recently opened at 12 East 
42nd Street, a few doors from Fifth Avenue, New York, presents an 
atmosphere of coolness, both inside and out, which cannot fail to 
produce a favorable impression on prospective customers. 

Designed by Ross-Frankel, Inc., well-known New York architects 








who have designed and built numerous other stores throughout the immune (tell achive Cefn seer 
country, this new Nunn-Bush store has been done in the modern Tans .0k, ou Chetan ase vows ov ree uxevee stares "| 
manner, combining in its set-up all the newest conveniences to be This well-planned ad, sahiieee eke 
found in the most up-to-date stores, regardless of size or type. opening of the new Nunn-Bush store, 

The front of the store, produced by the Pittsburgh Plate Glass Com- pbs bi Secale thei on than’ bee wees 





pany, is entirely of Carrara glass, black being the domi- 
nant color. Maroon and cream are used as contrasting 
colors, with the metal trim of aluminum. To the right 
of the entrance, the solemnity of the black is broken . 
by a novel panel of horizontal, alternate stripes of 
maroon and cream on which the address of the store 
is carried out in extruding numerals. At the left, the 
expanse of the front is broken by three vertical strips, 
the two outside of maroon, and the middle strip a sim- 
ulted Venetian screen effect done in cream. This effect 
leads up to the store sign, which is set high to be seen 
from Fifth Avenue. This sign is also done in the modern 
streamlined manner and at night is lighted by red Neon 
tubing. 

Ample display space is provided by the curved glass 
windows which, illuminated by modern diffused lights, 
provide the maximum of vision with the exclusion of 
glare and reflection. 

A novel effect is carried out around the base of the 

[TURN TO PAGE 32, PLEASE] 






Left: An architect’s drawing of the front of the new Nunn-Bush 
shoe store in 42nd street, showing the ultra-modernism of this 
latest addition to New York's retail shoe trade 
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Identical in APPEARANCE... cvsth more uniform 
finish. Can’t CHECK or CRACK 


IGHTNESS makes foot comfort. That’s one of 
the reasons why women like shoes with these 
new heel coverings. They’re ounces lighter than 
leather heels. They’re scuffless—can’t check, crack 
or split. Heels stay new-looking the entire life of 
the shoe. 
The new “Pyraheel” plastic heel coverings in 
built-up leather effects are exact photographic re- 


productions of the finest built-up heels. The outer 
surface is embossed, giving the feeling and texture 
as well as the appearance of leather. 

The finish is uniform and long-lasting. Heels 
match perfectly—are strong and durable. 

Your shoe manufacturer will show you samples 
on request. Or send us your name and address, and 
we'll forward samples to you. 
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Modernistic Setting for Shoe Exhibit at Boston Fair 


Beautiful. sh 
recent Boston. 
Shoe Machinery 
ting which 


air by the United 
rporation in _avset- 

» full compliment to 
ft atthe 


Hotel scant extremely 


of color gave niadters to ‘one of the 
most pleasing rooms the corporation 
has had in many years. 

One of the outstanding fae. of 


Store Comfort Makes 
For Better Service 


[CONTINUED FROM PAGE 30] 


windows in that they are cut out from 
the sidewalk to where the black glass 
begins in a space of about eight inches, 
so that the base retreats. 

As a result of this arrangement, the 
glass base will not become cracked and 
broken, as sometimes happens when 
this is not done, and it also helps to 
keep the base clean and maintain the 
appearance of the store front. 

The entrance to the store is entirely 
of glass, with only the door frame and 
various cross sections of aluminum. 
This glass extends to both sides of the 
door and into the background of the 
display windows flanking the entrance, 
thus providing the passerby with a 
complete view of the entire store in- 
terior and also giving the interior the 
maximum of natural light. 

Upon entering the store, the atmos- 
phere of coolness is immediately 
noticeable. The modern air-conditioning 
plant which was installed by Frigidaire 
plays an important part in creating 
this atmosphere, but the well-planned 
color scheme is also an important fac- 


ee 


. the architectural scheme was a mod- 
ernistic fireplace, with its attendant 
benches, which were brought into the 
scheme in.a very ingenious manner. 
These afforded suitable setting for some 
sting aki boots and partic- 
fatigue boot with a fabric 
upper ia slight upturn to the toe, 
which was. distitietly Norwegian in the 
“eolors, especially the 


p of shoes displayed. 
ied ‘particularly for the 


tor in creating the restful feeling of 
coolness, 

The fixtures are of a light, grained 
wood, set off in pleasing contrast by a 
deep-pile maroon carpet on the floor 


Trimmed Up For Shoe Show 


Shoe Retailers Association, May 31. 


display and made up in combinations 
of color that were very pleasing. The 
type of workmanship displayed in them 
was commented on by the practical 
shoemakers, who visited the exhibit in 
large numbers. 

The shoes were made by all the dif- 
ferent methods for which the United 
corporation supplies machines, and 
they form a part of the service which 
the corporation now gives to its cus- 
tomers. Duplicate patterns and lasts 
can be supplied. 


which extends from wall-to-wall. Over- 
head, the walls are painted a light 
pastel green, running into the lighter 
color green of the ceiling. Above each 
indirect lighting fixture is a large 
curved cutout in the ceiling which, 
painted white, reflects the light thrown 
upward from each lighting fixture and 
gives the room ample illumination with- 
out glare or shadows to spoil the de- 
sired effect. : 

Fitting chairs are of the same light 
wood as the store fixtures and are up- 
holstered in maroon leather. These, set 
at occasional spots in the room, further 
the idea of restfulness and. ease. 

Inside the room, shoes are displayed 
in novel, glass-fronted cutouts in the 
walls, illuminated by hidden lights. 

R. G. McGregor, head of the eastern 
retail division of the Nunn-Bush Shoe 
Co., with his offices above this store, can 
well be proud of this new establish- 


‘ment, which is an outstanding example 


of the progress that has been made in 
the last few years in shoe store de- 
sign. He is very well pleased with the 
response shown by the public. Follow- 
ing the opening ad, carried in two 
prominent New York newspapers, the 
response has been most gratifying, 
with sales showing a steadily increasing 
volume. 





BROWN COMPANY 


SAY! WHAT’S WRONG 
WITH THAT WOMAN? 


There’s nothing that can make a 
woman change her mind about a 
“shoe any quicker than a stiff, bru- 
tal innersole. Protect yourself 
against returns by specifying the 
super-flexible innersole that quick- 
ly, easily becomes molded to the 
wearer’s foot...demand OncO In- 
nersoles in the shoes you order! 

OncO is an extra resilient, yet 
amazingly durable material cre- 
ated especially for shoes. It is made 
of Solka, a unique, purified cellu- 
lose manufactured and controlled 
exclusively by the Brown Com- 
pany. 

OncO will not curl, crack or 
harden. Severe tests by boiling, 


baking and ammonia soaking 
prove that OncO Innersoles are un- 
affected by water, heat or perspi- 
ration. They eliminate the tor- 
tuous “breaking in” period from 
shoes... provide modern comfort 
that wins and holds customers! 

There’s an OncO Innersole for 
every type of shoe. Also OncO 
Counters, Quarterlinings and 
Socklinings. 


(Onc). 


THERE 1S AN ONCO INNERSOLE FOR 
EVERY TYPE OF SHOE CONSTRUCTION 


BROWN COMPANY, PORTLAND, MAINE 


“WORLD’S FOREMOST DEVELOPERS OF WOOD 
CELLULOSE AS A PRODUCT BASE MATERIAL” 











Buying shoes at Cincinnati. Above, William E. New- 
bold, chairman of Entertainment and Style Show 
Committee, observes the fit of some new Fall sam- 
ples. Right, “detailing” the order. Below, “And now 
if you'll just sign on the dotted line, please.” Well. 
here’s luck to you, Mr. Newbold, and here’s hoping 
you've picked ’em right. For next Fall will tell the 
sequel to this story. 
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BUYING BRISK 


AT MIDWEST 
SHOE FAIR 


Manufacturers Report Satisfactory 
Business, But No Hysterical Rush for 
Merchandise 





Cincinnati, On10—Buying of Fall shoes at the Mid- 
west Shoe Fair, held here this week at the Netherland 
Plaza Hotel, was described as natural rather than hys- 
terical, but a satisfactory volume of business at pre- 
vailing prices was reported by manufacturers, morc 
than 200 of whom displayed their newest styles to the 
large gathering of retailers in attendance. 

The total attendance was reported as approximately 
1500, and both the Fair and the annual convention of 
the Ohio Shoe Retailers Association proved so success- 
ful that it was decided to hold combined gathering 
again in Cincinnati next year. June 4, 5 and 6 were 
selected as dates for the 1938 meeting. Most of the 
officers of the Ohio Shoe Retailers Association were 
re-elected and the complete list of new officers is as 
follows: 

Edward C. Horn, Rollmans & Sons Co., Cincinnati, 
president; John Schwarz, Cincinnati, honorary presi- 
dent; F. W. Abbott, Newark, vice-president; George 
Bunn, Salem, treasurer; C. E. Dittmer, Columbus, sec- 
retary. Directors, Cleve C. Hall, G. M. McKelvey Co.. 
Youngstown; Robert Vestal, Elyria; Joseph M. Ryan. 
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The Fashion, Columbus; Ralph Taylor, Roberts Cloak 
House, Columbus; R. H. Kertscher, Ravenna; Clarence 
Faflik, Cleveland; George Dohrman, Irwin Shoe Co., 
Cincinnati; Kenneth Crawford, Lima; Willard Kyle, 
Middletown; Charles Taggart, Martin Bros., Ports- 
mouth; Ben Kessen, Cincinnati; Phil Fleischer, Can- 
ton; Louis Ostrov, Ostrov Shoe Co., Akron; Harold 
Roberts, Stone Shoe Co., Cleveland; L. A. Miller, Elder 
& Johnston, Dayton; Frank Webber, Miller Shoe Co., 
Cincinnati; W. E. Newbold, Cincinnati. 

The initial luncheon meeting Monday was opened 
by Frank J. Weber, chairman of the Fair, who called 
upon President Horn, of the Ohio, Shoe Retailers, as 
the first speaker. Mayor Wilson of Cincinnati wel- 
comed the shoe men on behalf of the city and the high- 
light speech of the day was made by Everit B. Terhune, 
president of Boot anp SHOE RECORDER. 

“Don’t expect the normal of 1938 to be the normal of 
a few years ago,” cautioned Mr. Terhune, “because buy- 
ing, production and selling conditions are all different 
from what they used to be. Don’t hold off on your 
buying because of fear that things will be different but, 
on the other hand, don’t splurge with the belief that 
things are going up and up. Buying conditions right 
now are more sensible than they were a few months 
ago, when people were buying what they didn’t need 
because they were afraid of inflated prices.” Mr. Ter- 
hune’s address was brief, pointed and well received by 
the merchants, manufacturers and salesmen attending 
the luncheon. 

In the evening a banquet was held in the Hall of 
Mirrors at the Netherland Plaza Hotel, with a big 
style show and entertainment. Models wore short black 
velvet costumes with pearls and displayed shoes as 
shoes have seldom been displayed. A big sandal stage 
effect created the sensation of the evening. Among the 
most popular styles were evening cutouts with metallic 
and high color effects, high cut ties, monk effects and 
elastic gores. Colors included black, brown, burgundy, 


green and metallics. Much interest was shown in high 


cuts for all types of wear except for evening, when a 
small amount of shoe means a large amount of style, 
as one exhibitor was heard to say. 

The most popular evening models featured cutouts 
and sandal types, with emphasis on open back and 
with plain or elastic strap. Heels as high as twenty 
and twenty-one eighths were featured. Paisley, gold, 
silver and high colors’ were smart. for evening. For 
‘daytime, self-color trims have a new acceptance, with 
suedes leading the field and a number of manufac- 
turers feeling their way with gabardines and other 
cloths for winter wear with galoshes. 

Ballet types of sandals with ankle ribbons and close- 
fitting sheaths and high-cut open work are expected 
to be popular for evening. Indications were noted 
that some high style short coupled high back shoes will 
be featured for Fall. Every account seems to have 
bought high riding shoes of one sort or another. 








A KID SHOE 


for a young man 


Country leisure warrants such easy 
informality as is achieved in this 
custom-built, two-eyelet blucher 
from Stacy Adams. The walled last, 
full toe, and the straightforward 
lines make it a perfect medium 
for Quaker City Kid. This kid, 
fine grained, firmly tanned, in deep, 
even colors, is gaining ground with 
young men. 


Custom Brown, No. 10 
Regent Brown, No. 20 
Quaker City Black 


QUAKER CITY 


DIVISION 
ALLIED KID COMPANY 


519 West Hantingdon St., Philadelphia, Pa. 
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Hollywood Footmotes 
[CONTINUED FROM PAGE 28] 


Eleanor Powell, star of “Broadway 
Melody of 1937,” has a new hobby— 
collecting dancing slippers which 
formerly belonged to famous dancing 
stars. If you shoe men have any in 
your collections, forward them to me 
and I will see Eleanor duly receives 


them. 
7 * ~ 


Forgetting coompletely about her de- 
mure dresses in “High, Wide and 
Handsome,” Dorothy Lamour has 
started a revolution in the stocking 
trend. Since women have accepted the 
open-toe shoe fashion so widely, spe- 
cial sandal stockings are in vogue. 
Dorothy has discovered a new model, 
however, with a mesh toe, instead of 
the sheer seamless toe which stands 
only about one wearing. The mesh toes 
add even more allure to pedicured feet 
than the sheer transparent ones and 
are ten times easier on the purse 
strings. 

* * * 


Alison Skipworth, co-starring with 
Polly Moran in the stirring drama of 
East Side school days back in the 
Nineties, is wearing cotton stockings 
to be in keeping with the times. “It’s 
the first time in forty years that I’ve 
had them on,” she growled, “and I hate 
’em.” “So do I,” chirped twelve-year 
old Marcia Mae Jones, who plays a 
featured “tom-boy” role. “But when I 
take them off, I’m cold and want ’em 
back again.” 


Windows That Carry 
A Vacation Message 
[CONTINUED FROM PAGE 19] 


White shoes and brightly colored 
footwear ocupied the most prominent 
place in the promotional parade, so far 
as Fifth Avenue shops were concerned, 
during the first week in June. “Ro- 
mance in White” was the theme of one 
I. Miller window, while “Color Magic” 
was featured in the opposite display. 
Farther down the avenue, “Walk- 
Over’s Great White Way” was a com- 
prehensive window showing of the 
great variety of patterns in white 
which dominate that store’s line of 
Summer shoes. Frank Brothers, Hanan 
& Son and Andrew Geller were other 
shops in the same neighborhood which 
presented white displays of unusual 
interest. 

Gayly colored Summer footwear 
formed the other side of the dual 
fashion picture in most of the early 
June window displays, both on Fifth 
Avenue, where fashion and quality are 
uppermost, and on such crosstown 
thoroughfares as 42nd Street and 34th 
Street, where price is also an important 
factor. On these main arteries of cross- 
town traffic one finds many of the 
larger chain establishments, and the 
variety of styles and types of shoes 
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IMPROVEMENT 


BPP AA 


CONSTRUCTION 
PBB 
m 


twenty 
years ! 


Why? It eliminates a basic 
weakness of Louis heel construc- 
tion—improves the service and 
satisfaction of your shoes—does 
not increase the cost of most 
types of shoes. The diagrams 
at the left show the simple, ef- 
fective principle. At the right 
are listed the advantages of 
specifying Breastlock Heels on 
your shoes. 


F, W. MEARS HEEL CO. 


140 Federal St., BOSTON 
Factories at Lawrence, Mass., Conway, N. H., 
Auburn, N. Y., Columbus, O., St. Louis, Mo. 

Affiliated Dominion Heel Co. 
Montreal and. Quebec, P. 9. 





which they displayed, as well as the ma- 
terials and colors, were fairly dazzling 
to behold. 

Colored footwear for Summer, both 
on and off the avenue, included every- 
thing from colored suedes, patent, kid 
and calfskin to the great variety of 
colored prints on the retail market this 
season. These shoes made it a simple 
matter to contrive brilliant window 
effects, and gave the display man an 
effective foil for his white footwear. 

With: the royal Windsor nuptials 
front page news in every paper, June 
windows naturally stressed the wed- 
ding note, even to a greater degree than 
usual, notwithstanding the fact that 
weddings and graduations have been 
traditional themes for June shoe win- 
dows as long as the oldest veteran in 
the business can remember. Now that 
the Windsor-Wally episode has passed 
into the phase of recorded history, 
graduation claims its place of prime 
importance on the window promotion 
calendar, and will no doubt serve as the 
background for innumerable displays 
during the remainder of the month. 

Despite the fact that Summer is still 
in its infancy, sales windows have be- 
gun to appear here and there, even on 
Fifth Avenue. These early sale an- 
nouncements are intended, not so much 
to herald store-wide clearances, which 
will come along later in the Summer, as 
to help the merchants clean up their 
stocks of Spring shoes in anticipation 
of the expected rush to whites and 
other seasonable Summer footwear. 
Slater had an interesting sale window 
last week, and Frank Brothers devoted 
one of their windows to a sale of 
Spring shoes in various leathers and 
colors, while featuring whites and 
brightly colored Summer novelties in 
the other. 

While this general type of window 
promotion can be expected to continue 
up until July 4th, now is a good time 
to give thought to next month, and the 
question of what to do with shoe win- 
dows after the great national holiday. 
Many stores, no doubt, will announce 
their clearance soon after the 4th, and 
their problem is to plan and produce 
clearance windows sufficiently interest- 
ing and out-of-the-ordinary to stand 
out from the mass and attract the at- 
tention of a buying public that is be- 
sieged with sales. 

Alert, up-to-date merchants are com- 
ing to recognize that a sale window 
must be something more than just that, 
and must be planned and worked out 
with as much thought and attention to 
detail as they expect to devote to any 
other display. This year, more than 
in other Summers of the recent past, 
the public is interested less in price and 
more in the shoes themselves. So the 
shoe merchant who is planning for a 
successful sale must offer, not merely 
price, but the kind of selling argument 
that will really interest customers. This 
applies, both to windows and advertis- 
ing, and it’s a good rule to keep in 
mind in laying out your promotion pro- 
gram for July and early August. 
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BREASTLOCK 


TRADE - MARK 


HEELS 


eliminate breaking 
of sole at lip 


* 
BREASTLOCK 


TRADE - MARK 


HEELS 
do not kick back 
or under 
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BREASTLOCK 


TRADE - MARK 


HEELS 


strengthen 
the shank 


* 
BREASTLOCK 


HEELS 


can be used as high 
as wanted 


* 
BREASTLOCK 


HEELS 


improve the service 
and satisfaction 
of your shoes 


* 


but do not increase 
the cost 
except on single 
sole construction 


* 


INVESTIGATE 
THE ADVANTAGES OF 


BREASTLOCK 


TRADE - MARK 


HEELS 
TO-DAY 





What Shoe Store Managers 
Are Buying 


Miany ask us what others are doing in selecting their floor 
coverings—what patterns are most popular. 

The carpet pattern shown above is our answer to that 
question. Its conventional design in soft shades is one of the 
smartest creations Mohawk designers have ever produced. 
No wonder it has become a leading choice so quickly. 

This number is extremely durable—a deep-pile weave, 
luxurious to the step and built especially to give long wear. 

In the 1937 Mohawk line are many beautiful patterns 
in a wide variety of grades and weaves—priced to suit 
every store requirement. 

Or if you wish, our artists will design an individual 
pattern for you to meet your special requirements. 

Wire collect to the nearest Mohawk Office to obtain 
without cost the assistance of the Mohawk Advisory Ser- 
vice to aid you in solving your floor covering problems. 


MOHAWK CARPET MILLS 


GENERAL SALES OFFICE: 295 FIFTH AVE., NEW YORK 
Regional Sales Offices: 

Atlanta Boston Buffalo Chicago Cincinnati Cleveland Dallas 

Denver Des Moines Detroit High Point Kansas City Los Angeles 

Philadelphia Pittsburgh San Francisco Seattle St. Louis 

1937, Mohawk Carpet Milfs, Ine. 
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Prize Winning Shoe Windows 


Sr. Louts—Brauer Brothers Shoe Company recently 
conducted a window trimming contest among their 
Paradise dealers. Prizes were offered for the best 
display in three groups of cities, according to popula- 
tion. A committee of judges was appointed, including 
an advertising expert, a publicity expert and an im- 
partial shoe man. About 100 merchants entered the 
contest and submitted photographs. 

The Vandever Dry Goods Co., of Tulsa, Okla., won 
the $100 prize offered for the best window (illustrated 
at the top) in the large population bracket of cities 
over 75,000. In the group of cities of 20,000 to 75,000, 
Bikle’s Shoe Shop, Hagerstown, Maryland, the $100 
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award (middle photo). In the lower population 
bracket, Smith’s, of Ada, Okla., won first place. (See 
bottom photo.) 


Sentiment for Longer Show 


Boston, Mass.—Three days is not long enough for 
a real showing of shoes, in the opinion of at least some 
of those manufacturers who participated in the Boston 
Shoe Fair of last week. These manufacturers have 
communicated their views to James H. Stone, secretary 
of the New England Shoe and Leather Association, 
which sponsored the fair, and backed up their opinions 
by retaining their sample rooms at the participating 
hotels for two full days after the official close of the 
fair. 

As a result, business not booked immediately before 
or during the fair was placed on the books before the 
end of the week, adding to the substantial total placed 
on June 1, 2 and 3. 

Manufacturers of men’s shoes of the better grades 
report themselves more than well satisfied with the 
business done. There is, they report, a decided swing 
toward higher-priced footwear’ which they attribute to 
a change in the merchandising methods of merchants 
in all parts of the country. It is felt, they say, that if 


men’s shoes are to advance in price again this Fall, the 


best policy to follow is to forget about price and con- 
fine selling talks, advertising and other forms of pro- 
motional effort to quality. 


New Non-Skid Locker Sandal 


Here is an attractive locker and beach sandal that 
is being promoted currently in New York shoe and de- 
partment stores. It is made of bathing suit gabardine 


make EVERY sate a grt 


A bundle looks like a burden — a package 
resembles a gift. Customers hate bundles. 
They don’t mind packages. With a modern 
National Package Sealer, you deliver a 
smooth, secure package. It’s the difference 
that brings customers back to your store. 


An eye-appealing, sealed package is good 
business as well as good looking. Slice 
profitless wrapping time, and give your 
clerks more opportunity to be salesmen. 
Over three quarters of a million of these 
National Package Sealers have jobs making 
dollars for their owners. Put one on your 
sales force. 


TAPAK — For the same reason food prod- 
ucts are put in sealed containers, Itstix Tape 
is packed in the patented Tapak container 
(orange color). Each coilisindividually pro. 
tected by moisture-proof paper. You receive 
and can keep it as fresh as the day it was 
made. .. . Yardage, weight and strength are 
guaranteed. Fresh [tstix Tape attractively 
printed is advertising at very small cost. 


Nafion’. Pcie SEALER 


NASHUA PACKAGE SEALING Ce} NASHUA, N. H. 


(0 Send National Sealer on Trial. [JCircular [J Representative 


in smart colors and features the new bright colored 
and non-skid NUTEX soles. A rubber cementing 
process insures a strong, water-repellent and very flex- FIRM 
ible sole. The oil-skin pouch is very useful in packing 
the sandals for return from beach or club. Maker’s 
name on request. 








ADDRESS 
YOUR NAME 
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Our latest development — Diamond Brand Fast 
Color Eyelets with Aluminum barrels — are now 
available to shoe manufacturers in a wide selec- 
tion of standard colors and sizes. 


These new eyelets merit the consideration of 
manufacturer and retailer alike. 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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Save Oddsize Sales! When you find a foot 


that is almost impossi 


ble to fit, slip in 


Trimfoot. It will do the trick ...and...con- 


vert all of your hard-to-fit customers into 


loyal, repeat boosters for your store...a 


sure thing for bringing your ship in! 


ae J the world’s largest selling 
/ rimyoo 


metatarsal insole, isa 
‘world’s smoothest salesman. Put Trim 
ORDER AFREE SA 


work for you 


PAIR TODAY! 


Your Price 
$600 


Dozen Pairs 


1:Yoms 0 0 =) 


foto} am Co) » 
Retail Price 
$100 


Pair 


MPLE 


ST.LOUIS, MO.* WALSALL, ENG. 


e 
Canadian Distributors: 


CANADIAN SPECIALTIES, LTD., 
49 Sanford Ave., So., Hamilton, Ont. 





Accessories Before the Fact 


[CONTINUED FROM PAGE 24] 


who desire to accentuate their indi- 
viduality. 

Foremost fashion designers, stylists 
and fashion editors are well aware of 
the importance of accessories, so are 
constantly bringing to our attention 
their interpretation of the mode. 

More stores are now adding complete 
accessory sections to their already ac- 
tive departments. These stores also do 
much to enlighten their patrons on the 
subject of the right accessories to wear. 
This, in itself, will not only mean more 
sales for the store, but will also keep 
the sales force on their toes. 

The importance of a well informed 
fashion and style guide, one well quali- 
fied to give advice when asked about 
accessories, is indispensable in the bet- 
ter stores, regardless of their size. It 
is a service which should not be over- 
looked. 

Color is important—there is romance, 
life and gaiety in every color. The cor- 
rect association and blending of color 
will not only smarten one’s costume, 
but it will bring a complete change 
when dressing up other ensembles. 


Two accessories are very good, three 
are sometimes accepted, but two are 
preferable. 

To mention a few of the current ac- 
cessories that may be profitably mer- 


chandised in a shoe store, Number One, 
of course, is SHOES; then hosiery, 
handbags, gloves, blouses, neckwear, 
flowers, handkerchiefs, scarfs, belts, 
hats, cosmetics, umbrellas, veils, but- 
tons and such costume jewelry as clips, 
pins, cigarette cases, vanities, the new 
stone flowers so popular with the suits 
and literally dozens of other related 
items. 

All are vital to the costume. But, 
alas, through unintelligent selection, 
many an ensemble, no matter how ex- 
pensive, loses its beauty. 


Footwear is the main accessory. Its 
interest is evidenced in novelty, in indi- 
vidual selection and ensembling to the 
costume, be it street, afternoon, evening 
or the many ramifications of sports. 
The right type of shoes, height of heels, 
choice of leather, material and color is 
most important. 

Bags should be selected as a tie-in 
with the shoes in material, color and 
design: 

Hosiery—so sheer with its transparent 
beauty, is made to flatter and beautify 
every costume. Many women fail to 
realize the importance of the right 
shade to choose. Again the opportunity 
for the store fashion adviser to offer 
her services. Hosiery may match gloves 
very often, and a lovely new thought 


recently developed in Hollywood is the 
matching of hose with cosmetics—eye 
shadow, rouge, lipstick and nail enamel. 
The hosiery section should have both 
the cosmetics and the hosiery for this 
new service. 

Flowers do much to heighten the 
beauty of women. Nowadays we sel- 
dom see women who do not wear them. 
A contrast theme is lovely when gloves 
and hats match or another when flow- 
ers, belts, or gloves are chosen. Just 
as long as suits are popular, flowers 
will be a pleasing accessory. 

Neckwear, crisp and white, enlivens 
a dark dress or suit. It is fluffy, frilly, 
feminine and ultra flattering. A large 
stock is not necessary. A well selected 
one is most vital. 

Handkerchiefs are coquettish. They 
are selected for an accessory tie-in with 
gloves and scarfs. 

Jewelry, with its return to popularity 
in this lavish dress decade we are ex- 
periencing, has many items that can be 
well sold in shoe stores. Anything in 
this category must be smart, new, in 
keeping with the shoes sold and mod- 
erately priced. 

Scarfs have many uses, ranging from 
little knitting beach bags to brassieres. 
As for shoes, they are mainly interest- 
ing in sports wear in being used around 
the neck to match shoes which give the 
second accessory. 

Umbrellas are not only practical, but 
are important in costume matching. 

Buttons and buckles are both big 
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items, especially with the increased 
wearing of so many pump effects which 
need the touch of ornamentation at the 
throat. 

Initials on bags, belts and even 
sleeves, offer interesting possibilities. 

Let us be glad that accessories with 
their varied attentions have been thrust 
upon us, and let us organize our busi- 
nesses so that we may reap. the full 
returns for this extra business. His- 
tory and fashions are made overnight. 
Who knows that the current vogue may 
soon be “Gone with the Wind”? 


Good Business on 
Ventilated Types 


ATLANTA GA.—Although ventilated 
shoes for men have not been pushed to 
the extent that they were last Summer, 
sales thus far have been very good, and 
some dealers are predicting that they 
will really “go places” next season. 

Two things have militated against 
greater popularity for the ventilated 
shoe during the past two years. One 
of these has been lack of style. The 
second has been the tendency of a per- 
forated shoe to spread and lose its 
shape. This year, realizing their de- 
ficiency, manufacturers put much more 
style into their offerings. The spread- 
ing trouble, causing ventilated shoes 
to eventually lose most of their shape, 
is something that now needs to be at- 
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tacked by manufacturers, dealers con- 


Thus far, sales of ventilateds have 
been confined largely to the lower price 
range from $3.50 to $5.00, with a few 
selling as high as $10.00. 

It is a matter, however, which they 
believe can be overcome by (a) sell- 
ing customers on buying better shoes, 
to last two or possibly three seasons, 
and (b) trading up to higher-priced 
levels in selling. 

The advantages of ventilated shoes, 
however, are considered so great for 
Summer wear, that a majority of shoe 
dealers believe they are in the market 
“for keeps,” and many predict a steady 
increase in sales from year to year as 
more people demand comfort. 


George Muse Store 
Air-Conditioned 

ATLANTA, Ga.—Both the men’s shoe 
department on the mezzanine floor and 
the women’s shoe department on the 
fifth floor will be air-conditioned this 
Summer, as the George Muse Clothing 
Company completes the air-condition- 
ing of all of its seven-story building at 
Walton, Peachtree and Broad Streets. 
The air-conditioning, which will cost 
approximately $30,000, will be com- 
pleted by July 1 1937. Store officials 
consider air-conditioning, under pres- 
ent conditions, absolutely essential. 





YOURS AND OURS 


Here is the Brain Trust that sets 
up a successful turnover and 
promotes Foot Health for Men. 
You and the two Doctors can 
now fit ALL types of men’s feet. 
Scientifically constructed by 
union craftsmen, the Doctor 
lines will help you develop 
healthy feet and a wealthy sales 
chart. A Name that builds ac- 
ceptance; Features that build 
a demand; and Style that builds 
turnover. May we go into con- 
sultation with you and discuss 
further details? 


RACINE, WISCONSIN 


Des t 


The Doctor Shoe. A two piece metal 
igid member 
and a semi- 

The bandage wip wpper compuates ah 

snug, comfortable ft. 
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Shoe Veuss 


THIS WEEK IN THE SHOE TRADE 


SATURDAY, JUNE 12, 1937 


NATIONAL NEWS 





Shoe Men Protest Reciprocity Agreement 





Negotiations Between State Department and Czechoslovakia On 
Decreased Tariff Rates Subject of Much Discussion 


at Boston 


Boston, Mass.—One of the favorite 
tcpics of discussion at the Boston Shoe 
Fair held last week in the Hotel Statler, 
was the possible effect on the shoe in- 
dustry of a tariff reduction on shoes, 
which may well come out of the pro- 
posed negotiations between this country 
and Czechoslovakia. That such nego- 
tiations are to be undertaken has been 
announced by the Reciprocity Bureau 
of the State Department in Washington. 

Sensing the danger to the American 
shoe industry, the New England Shoe 
and Leather Industry nearly a month 
ago sent a warning to its members, 
urging that they contact their repre- 
sentatives in Congress and protest 
against any change in the rates. The 
association, for itself, also sent a pro- 
test to the State Department. 

Following this action, a bulletin was 
prepared and sent to association mem- 
bers under date of May 29, which re- 
veals that “imports of Czechoslovakian 
shoes into this country this year have 
again become a major threat to many 
me manufacturers as they were in 

931.” 

The bulletin points out that millions 
of pairs of women’s and misses’ Mc- 
Kay-sewed shoes came into this country 
in 1930 and 1931, and that imports 
continued heavy until the duty was 
raised from 20 to 30 per cent in 1982, 
when imports dropped to one-fifth of 
their previous volume. 

Now, points out this bulletin, Czecho- 
slovakian tactics have changed, and 
that country is exporting to the United 
States large quantities of shoes made, 
not by the McKay process, but by the 
cement process, on which the duty is 
only 20 per cent. A typical illustration, 


says the bulletin, is a black kid shoe - 


made in Czechoslovakia and delivered 
in New York at $1.17% cents per pair; 
whereas this same shoe, with leather 
Prices as of today, cannot be made in 
this country for less than $1.50. | 


“ National Leather and Shoe 


Shoe Fair 





DATES TO REMEMBER 


Wisconsin Shoe Retailers Association 
Convention, Plankinton Hotel, Mil- 
June 13, 14 and 15, 1937 
Illinois Shoe Retailers and Travelers 
Annual Convention, Pere Marquette 
Hotel Peoria, Ill...June 20, 21, 22, 1937 
Finders 
Association Annual Comvenaion, 
Southern Hotel, Baltimore, M 
June 21, 22, 3. 24, 1937 
Monthly Shoe Buyers’ Days, "Chicago 
Shoe Travelers Association, Hotel 
Morrison, Chicago, Ill.. .June 28, 29, 1937 
Boot and Shoe Travelers’ Association 
of New York Annual Summer Out- 
ing and Golf Tournament, Karat- 
sony’s, Glenwood Landing, L. I, 
July 15, 1937 
Pennsylvania Shoe Travelers Associa- 
tion Annual Tri-State Shoe Mart, 
— Penn Hotel, Pittsburgh, 
July 18, 19, 20, 1937 
New "York State Shoe Retailers ‘hese 
ciation 19th Annual Convention, 
Hotel Ten Eyck, aay, N. Y. 
Oct. 3, 4, 5, 1937 
National Shoe Fair, Hotel Stevens, 
Chicago, Ill. ......... Jan. 3, 4, 5, 6, 1938 





“This association,” says the bulletin, 
“has already vigorously protested 
against this ruinous competition. We 
plan to employ every possible means 
to obtain immediate action on either 
one or both of the following plans: 

“Raising the import duty of cemented 
types of women’s and misses’ shoes 
coming in from Czechoslovakia, or plac- 
ing a quota, or ceiling, on the total 
number of pairs that will be permitted 


to come into this coun 


Presented with Gold Watch 


Cuicaco, Inu.—Norman M. Souther, 
vice-president of the Chicago Shoe 
Travelers’ Association, was presented 
with a $150 gold wrist watch by mem- 
bers of the association during the last 





CALIFORNIA CONVENTION 
CANCELLED 


San Francisco, Calif.—In a statement 
just issued by William J. Ahern, conven- 
tion manager of the California Shoe Re- 
tailers ent is 
made that the annual convention of that 
association, scheduled to open here en 


June 14th, has been cancelled on ac- 
count of the hotel strike. 








Buyers’ Day and show at the Morrison 
Hotel. The presentation was made, 
members report, to Mr. Souther for his 
untiring efforts on behalf of the asso- 
ciation in organizing and keeping ac- 
tive the monthly buyers’ day. 


George P. Utley Heads 
Irving Drew Company 


PorTtsMOouTH, OHIO.—George P. 
Utley, formerly president of the Crad- 
dock-Terry Company of Lynchburg, 
Va., up to the time of his resignment 
a short time ago, has been named as 
the new president of the Irving Drew 
Company of this city. 

Mr. Utley is most enthusiastic about 
his new position and especially about 
the new I:ving Drew line for Fall, 
which was released to their salesmen 
following the sales conference at the 
factory a short time ago. In addition 
to the welt process of construction in 
their “Arch Rest” line, the new Fall 
line has in addition shoes made on the 
Uco process. 

The salesmen and their territories 
are as follows: 

Lester Comee, Chicago, Northern 
Illinois, Wisconsin, Northern Iowa, 
Minnesota, North Dakota and South 
Dakota; E. I. Geddes, Southern Illinois, 
Southern Iowa, Kansas, Missouri, Ne- 
braska and Colorado; C. F. Getsinger, 
Ohio, Michigan and Indiana; C. L. 
Spencer, Tennessee, Mississippi, 
Georgia, South Carolina, North Caro- 
lina, Alabama and Florida; D. C. Wil- 
liams, Arkansas, Texas, Oklahoma and 
Louisiana; Eli Smith, Kentucky, West 
Virginia, Virginia, Maryland and Dela- 
ware; N. J. Levy, S. H. Alderman, 
Walter Oberman, H. R. Pomerance, 
New York and New England. 
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Two Hundred in Boston Shoe 
Fair Golf Tourney 


Boston, Mass.— Two hundred or 
more golfers participated in the tour- 
nament held on the first day of the 
Boston Shoe Fair, June 1, at the Pine 
Brook Valley Country Club in Weston, 
Mass. Those who did not go by auto 
were transported in huge busses hired 
for the occasion by the Boston Boot 
and Shoe Club, which sponsored this 
annual event. 

Winners of the two big prizes of 
the day were Kenneth Corcoran, in the 
manufacturers’ division, with a low 
gross of 73, and S. K. Bruce, in the 
same division, with a low net of 63. 
Mr. Bruce’s card was 79 with a 16 
handicap. 

Scores were as follows: 

MANUFACTURERS-—S. K. Bruce, 
79—63; Ken Corcoran, 73—68; C. D. 
Holmes, 88—69; Norman McDonald, 
82—69; L. E. Wright, 77—70; Ben 
Stone, 82—78; Joseph Backman, 85— 
74; L. H. Auclair, 98—74; J. W. Bry- 
ant, 86—75; Jim McKay, 91—75; B. H. 
Cort, 89—76; E. J. Biel, 1083—79; C. 
L. Wilcox, 92—80; A. MacPherson, 103 
—83; C. L. Ward, 100—84; M. H. 
Baker, 108—84; R. W. Jennings, 101 
—85. 

WHOLESALE-RETAIL—G. G. Mac- 
Dougall, 90—66; R. C. Booze, 83—67; 
John Morganstern, 91—68; W. Col- 
lier, 94—70; P. R. O’Brien, 88—71; A. 
C. Vaughan, 95—71; N. M. Vaughn, 
95—71; A. P. Stone, 95—71; A. Kim- 
ball, 86—72; C. E. Knapp, 85—72; W. 
E. Wood, 90—72; A. W. Fish, 96—72; 
M. D. Emerson, 93—73; Ely Brilliant, 
78—73; W. Ickler, 96—74; L. Logan, 
98—74; Sam Kohn, 88—76; J. J. Daley, 
88—76; H. F. Wischusen, 84—77; Pat 
Montague, 97—77; D. E. Marshall, 90 
—77; Dana Goodwin, 88—78; J. E. 
Kelley, 94—81; W. L. Wells, 107—83; 
Harry Silver, 108—84; C. C. Lamey, 
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Best Investment for Modern Selling 


St. Joseph, Mo—The Werner Shoe Company, at 110 South Eighth Street, this city, 
has just recently completed a modernization program in its store, making of it one 
of the finest retail establishments in the city. 

In place of the long, high-backed settees which formerly divided the men’s and 
women’s departments, modern leather upholstered fitting chairs were installed. The 
woodwork and fixtures which, prior to the remodeling were stained a dark color, have 
been painted a light buff color with the ceiling and walls of an off-white shade. 

These features coupled with modern indirect lighting have made of this store a 
well-lighted shop with just the right atmosphere for the customers’ comfort which in 
itself is an important requisite of modern salesmanship. 





97—84; P. M. Morse, 108—84; W. G. 


Goodwin, 109—85; H. D. Merritt, 101 
—85; W. Marx, 110—86; P. Weiss, 111 
—87; W. A. Hamilton, 111—87; H. 
Solomon, 112—88; Hal Ballou, 115—91; 
Jesse Adler, 120—96; G. Ambrose, 122 
—98; Arthur Adler, 132—108. 
GUESTS—J. J. Gorman, 75—66; Dr. 
F. F. Weiner, 96—73. 
LEATHER—Ray Hyslop, 86—67; D. 
T. McVey, 86—68; R. P. Parker, 79— 
70; W. M. Cox, 90—70; J. Cooney, 86— 
70; John Barbour, 78—71; R. F. 
Keene, 89—71; George Maren, 89—71; 


C. B. Rycroft, 88—71; E. H. Swan- 
son, 85—71; F. W. Vihlein, 82—73; 
E. E. Cohen, 89—74; Robert Slattery, 
91—74; J. T. Keating, 97—74; S. L. 
Gordon, 88—74; J. F. Donovan, 92— 
75; D. D. Ellis, 86—75; Herb Sum- 
mers, 99—75; L. F. Arthur, 84—75; 
K. E. Mosser, 81—75; E. C. Cookman, 
96—75; H. S. Howes, Jr., 81—75; W. 
A. Keeler, 99—75; F. L. Shea, 82— 
76; J. W. Osborne, -96—76; J. T. Gorm- 
ley, 91—77; F. R. Lemp, 101—77; 
Allan Farber, 92—77; George Farber, 
88—77; S. F. Brooks, 99—77; David 
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Ackerman, 90—77; M. H. Keating, 88 
—77; W. Kelly, 101—77; T. L. Tews- 
bury, 90—78; R. A. Hatch, 97—79; E. 
T, Harrigan, 103—79; A. E. Hollin- 
worth, 98—79. 

W. C. Connoly, 87—79; F. C. Dono- 
van, 89—80; W. P. Trask, 95—80; P. 
K. Goldman, 105—81; J. E. Daniels, 
101—82; S. W. Nectow, 106—84; F. A. 
Shadt, 108—84; A. J. Merker, 102— 
85; J. W. Sullivan, 96—85; Ralph Tir- 
rell, 112—88; E. H. Puerce, 112—88; 
A. L. Sheinwald, 114—90; G. G. Kit- 
chin, 117—93; M. F. Walsh, 121—97; 
R. J. Renn, 122—98. 

ALLIED—J. J. Gillespie, 93—69; 
Gordon Scott, 89—70; J. J. Dooley, 81 
—70; J. W. Dukelow, 79—71; A. C. 
Davenport, 94—72; E. B. Luitwiler, 
96—72; L. F. Dutton, 92—78; J. G. 
Brown, 97—73; Fred Abbott, 95—73; 
H. Stachouse, 94—73; H. L. Tracy, 89 
—73; Hal Booma, 85—74; F. E. 
Ahern, 84—74; G. M. Mitchell, 81—74; 
R. D. Northrop, 96—75; F. W. Damon, 
97—75; R. Butler, 95—75; E. T. Peter- 
son, 100—76; W. T. Jackson, 100—76; 
L. J. Hart, 100—76; Russ Todd, 86— 
76; L. S. Newell, 84—76; F. A. Guini- 
van, 100—76; W. Howard, 83—77; H. 
B. Whittemore, 91—78; J. T. Meehan, 
10i—80; A. D. Knight, 88—80; F. B. 
Newton, 98—80; Maurice Osborne, 93 
—80; J. E. Andreson, 98—80; W. E. 
Hawkins, 106—82; F. H. Small, 101— 
82; W. F. Rathbon, 99—83; N. N. 
Marshman, 107—83; J. Fitzimmons, 98 
—83; C. D. White, 99—86; C. H. 
Tucker, 115—91. 


L. F. Thompson Back 


to Work After Illness 


St. Louis, Mo—L. F. Thompson, 
western representative of the B-W 
Footwear Company, Inc., of Worcester, 
Mass., has returned to work after a 
severe illness of five weeks. 

Mr. Thompson was in Memphis, 
Tenn., on a selling trip when he was 
stricken with a severe attack of acute 
appendicitis. He was placed in a plane 
and rushed back to St. Louis for an 
emergency operation. Several compli- 
cations developed and he was seriously 
ill for several weeks in the Missouri 
Baptist Hospital. 

Due to the seriousness of his illness, 
it will be several weeks before Mr. 
Thompson will be able to resume his 
trip, calling on his customers in the 
Middle West and South. Meanwhile, he 
is able to be in his office and sample 
room, located in the Silk Exchange 
Building, 503 N. Twelfth Boulevard, 
in this city, for a few hours each day. 


New Seattle Store Opened 


SEATTLE, WaSH.—This city’s newest 
Tetail shoe outlet is “Ekenrude’s” fash- 
fonably set up, Neon-lighted and all, at 
1114% Second Avenue. A beautiful 
— front and window display has 
‘Been created for this store of ample 
Proportions in the heart of the bank 
and investment district. 
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STEP-ELATOR STAN SAYS: 
“IT’S FITTING-STOOL DRAMA THAT 
TOUCHES THE PURSE STRINGS” 


Thin as a wafer, soft as a pillow, but 
man, oh man, what power to take up 
the pound on a man’s feet. That’s 
Step-Elator’s perfect three-point pro- 
tection for the three strain points in 
every step. Here’s soothing foot 





THEY WIN YOUR FEET 
A HAPPY LANDING IN EVERY STEP 


Let the United Man 
tell you the complete 
story of how the ex- 
clusive Step-Elator 
Franchise allows a 
liberal co-operative 
advertising plan. 


UNITED SHOE 


Ce On Oe 


comfort combined with ultra-smooth 
style, that gives you a dramatic sell- 
ing talk few men will resist. No gen- 
eralities. No talk about the weather. 
Just foot pleasure facts your custom- 
ers can see and feel. Pedwin Step- 
Elators mean steady repeat patrons, 
steady repeat profits and how! 


Stocked in a wide range of styles—AAA to 
EEE—-5's to 14's. 


ST. LOUIS 












Men's Shoes 


“HIGHEST GRADE ONLY" 
EAST WEYMOUTH, MASS., U.S.A. 
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Bowling Shoes 














PROFESSIONAL . 
BOWLING SHOES 
Women’s Oxfords 

$2.60 5¢ less 
Combination Sele 

Right Foot 
Rubber Sole 







Men's 
$2.70 





Rubber Heel 
Left Feet 
Buckskin Sole 
Rubber Heel 
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Production Continues 
Over °36 





PRODUCTION OF BOOTS, SHOES, AND 
SLIPPERS, OTHER THAN RUBBER 


MILLIONS OF area, ter 
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Washington, D. C.—The report of the 
total number of shoe factories reporting 
for April, 1937, shows a decrease of 
13.3 per cent from the preceding month, 
March, and an increase of 19.4 per cent 
over the corresponding month in 1936, 
according to the latest figures released 
by the Bureau of the Census, Depart- 
ment of Commerce. 

Total shoe production of boots, shoes 
and slippers during April amounted to 
39,886,891 pairs, a drop of 6,059,516 
pairs from March, 1937, but an increase 
of 6,489,106 pairs from the production 
figure of April, 1936. 

Production in the period from Janu- 
ary to April, inclusive, reac a total 
of 162,062,929 pairs, which figure is an 
increase of 20.4 per cent or 27,431,109 
pairs over the corresponding period of 
1936. 

Increases during the four-month 
period are shown in every type of foot- 
wear. Men’s dress shoes increased 20.7 
per cent; men’s work shoes, 18.3 per 
cent; boys’ and youths’, 27.2 per cent; 
women’s, 5.6 per cent; misses’ and chil- 
dren’s, 12.3 per cent, and infants’, 22 
per cent. 





Program Completed for 
Illinois Show 


PrortA, ILt.—Plans for the 1937 an- 
nual convention of the Shoe Retailers 
and Shoe Travelers of Illinois, to be 
held in this city at the Pere Marquette 
Hotel on June 20-21, and 22, have been 
completed and an official program has 
been released. Headed by W. J. Craw- 
ford, convention chairman, all details 
have been worked out by the shoe 
travelers and the officers of the shoe 
retailers group, to make this show IIli- 
nois’ most outstanding state shoe con- 
vention. Mailing pieces have been sent 
out to all shoe retailers in the state 
and the response has been most gratify- 
ing. 

On Sunday evening, June 20, the pro- 
gram will get under way with a dinner, 
to which all shoe men and their guests 













12, 








IDENTIFIED BY A 
FAMOUS TRADE MARK 
Scientifically designed and con- 
structed, these Flexible Hard Soles 
(2-8) are easiest to sell to the 
thousands of mothers who are al- 
ready "pre-sold” on the baby shoe 
lines carrying the familiar Mrs. 
Day's Ideal trade mark. 
This ready-made market is easy to 
capture for your juvenile depart- 
ment if you sell these smartly styled 
walking shoes. 


MRS. DAY'S 
IDEAL BABY SHOE 
COMPANY 


DANVERS, MASS. 
Manufacturers of Fabric—Cushion—Soft 
Sole—-intermediate and 


FLEXIBLE HARD SOLES 











are invited during which there will be 
entertainment and a floor show. 

The following day, Monday, there 
will be a luncheon and entertainment 
followed by an address by J. A. Bush, 
president of the Brown Shoe Company 
of St. Louis, and Joseph T. Meek of 
the Illinois Chamber of Commerce, Chi- 
cago. At the Monday evening banquet 
the speaker will be Harold Van Orman, 
former lieutenant-governor of Indiana, 
with a special feature by the Pawnee 
Quartette of Springfield, Ill. At the 
close of the evening there will be a 
drawing for attendance prizes. 

Preceding the convention prope 
there will be a golf tournament with 
prizes for both men and women. 


F. P. Stout Named 
Shoe Manager 


Dauuas, Texas.—F. P. Stout, for- 
merly with the Austin Shoe Store in 
downtown Dallas, has been announced 
as manager of the shoe department of 
the Big World Store, which opened 
here June 8. The Big World Store is 
a thoroughly modern, air-conditioned 
department store located ten miles from 
Dallas at the crossing of two rural 
roads. It will specialize in popular 
priced merchandise and will cater to 
both rural and city customers. The open- 
ing of this unique establishment has 
attracted widespread attention in re- 
tail selling circles throughout North 
Texas. 
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Obituaries 


George R. Goodwin 


HarTForD, CONN.—George R. Good- © 


win, 73, shoe merchant in Hartford 
for many years prior to his retirement 
a quarter century ago, died June 2 at 
the home of his brother, Charles L. 
Goodwin. The two brothers operated 
the shoe firm of C. L. and G. R. Good- 
win, which had been established by 
their father. They retired at the same 
time. George Goodwin was active in 
the Sons of the American Revolution, 
the Arts and Crafts Club, the Hart- 
ford Oratorio Society and the Connec- 
ticut Historical Society. 


Hugh C. Knox 


MONTREAL, CANADA.—Hugh Cowan 
Knox, shoe manufacturer in Montreal 
during the past 25 years, died at his 
home, 3610 Durocher Street, June 1, 
in his 68th year. Mr. Knox had been 
connected with the shoe business either 
as a manufacturer or wholesaler dur- 
ing most of his business life. 

A Montrealer by birth, he was a not- 
able athlete in his younger days. Fifty 
years ago he was a member of the 
Maple Hockey team and also played 
for the Victoria Lacrosse team. 


Frank H. Smith 


PROVIDENCE, R. I.—Frank Howard 
Smith, one of the old-time shoe trav- 
elers, representing the F. M. Hoyt Shoe 
Co., died recently at his home in this 
city. 

Mr. Smith was one of the original 
Hoyt’s 30 salesmen. His territory was 
the Lone Star State, Texas. Prior to 
coming with F. M. Hoyt, he was with 
Hanan & Son, in charge of their Buf- 
falo store. 


George J. Wyard 


SEATTLE, WasH.—George J. Wyard, 
47 years old, for many years with the 
Turrell Shoe store, pioneer establish- 
ment on Third Avenue, died recently at 
the Marine Hospital, here. He came to 
Seattle 86 years ago and for the past 
thirty years had been a salesman at the 
Turrell Shoe Co. store. Besides his 
widow, he is survived by his mother, 
two sisters and two brothers. 


Charles H. Brown 


MERIDEN, CoNN.—Charies H. Brown, 
73, shoe dealer here for 26 years until 
his retirement because of ill health in 
1936, died May 29 after a long illness. 
He is survived by his wife, a daughter, 
a@ sister and a brother. 





TO GET AHEAD IN THE 
J. C. PENNEY COMPANY 


IT TAKES /“< 
Zz 


@ The successful history of the Penney Com- 
pany, from its beginning in 1902 up to the present 
day, has been a story of the success of individ- 
uals. Today the Penney Company has 1506 
stores, in every part of the country, managed by 
1506 men who started behind the counters of 
Penney stores. These men didn't get ahead by 
“pull” ... they used “push”, the only quality 
that matters in this company. 


THE J. C. PENNEY CO. 
HAS OPENINGS FOR 
EXPERIENCED MEN / 

WHO CAN PUSH « 


@ Right now, the Penney Company has room for 
young men who are ready and eager to push 
to the top. Success is not promised to these men 
—only the opportunity to earn success is offered. 


You may fill one of these openings, if... you are 
between 22 and 30 years of age... experienced 
in the retail selling of shoes, piece goods or 
wearing apparel... get along well with people 
... enjoy good health and lead a clean life... 
are willing to go anywhere and make yourself 
at home... are willing to work hard, with your 
eye on future, not only immediate, success. 


Send a letter of application at once giving in 
detail your business history, and a complete 
account of your life up to the present. Address 
J. D. Keyes, Room 1700, J. C. Penney Co., Inc., 
330 West 34th Street, New York City. 
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Riding Boots 








America’s Finest 
Riding and Military 
BOOTS 
Write today for our complete Catalog 











Fire Damages Shoe Store 


FircHBuRG, MAss.—Fire in the cellar 
of George Bros. Shoe Store, at 836 
Main Street, in the Berger Building, 
did damage estimated by Fire Chief 
Michael J. Shea at $5,000. 

The fire started in some stock be- 
hind the stairway in the cellar of the 
shoe store. Prompt action by firemen 
prevented the fire from. spreading 
through the two-story building, al- 
though six other stores in the building 
were filled with smoke. 


[CONTINUED FROM PAGE 21] 


average prices of shoes from 1927 to 1935, inclusive: 


Total Production 


Year 
1927 
1929 
1931 
1933 
1935 


Year 
1927 
1929 
1931 
1933 
1935 


Year 
1927 
1929 
1931 
1933 
1935 


Year 
1927 
1929 
1931 
1933 
1935 


Year 
1927 
1929 
1931 
1933 
1935 


Year 
1927 
1929 
1931 
1933 
1935 


Year 
1927 
1929 
1931 
1933 
1935 


Year 
1927 
1929 
1931 
1933 
1935 


Value 
$923,437,527 
939 487,444 
647,113,651 
546,166,600 
641,129,177 


Value 
$394,327,726 
420,860,686 
295,067,637 
251,702,779 
281,066,614 


Value 
$298,683,879 
312,510,718 
203,502,924 
174,932,851 
210,174,676 


Value 
$60,810,145 
49,091,184 
31,112,049 
22,966,485 
27,921,872 


Women's 


Men's 


Volume (pairs) 
360,245,624 
363,168,013 
316,057,030 
349,346,199 
388,492,329 


Volume (pairs) 
123,516,708 
131,487,446 
115,260,759 
133,690,936 
146,286,398 


Volume (pairs) 
93,012,560 
100,747,087 
79,152,224 
88,655,610 
96,650,240 


Youths' and Boys’ 


Volume (pairs) 
26,914,871 
22,596,403 
19,523,765 
17,276,784 
18,499,550 


Misses’ and Children's 


Value 
$89,499,333 
75,333,371 
57,347,332 
49,950,822 
47,428,951 


Volume (pairs) 
51,386,467 
42,981,005 
42,351,527 
49,339,339 
43,521,279 


Slippers and Moccasins 


Value 
$30,562,485 


’ 36,988,103 


26,426,018 
23,031,679 
25,290,038 


Volume (pairs) 
34,634,342 
38,550,729 
34,478,068 
35,732,458 
39,020,038 


Athletic and Sporting 


Value 
$4,159,603 
8,831,641 
9,423,713 
4,089,290 
4,490,546 


Value 
$25,335,287 
24,239,195 
13,731,494 
12,133,915 
13,325,449 


Infants’ 


Volume (pairs) 
1,403,137 
2,842,943 
4,336,373 
2,126,859 
1,966,799 


Volume (pairs) 
24,101,295 
23,160,144 
16,230,597 
18,053,202 
19,076,158 
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Fall and Rise of Production 


The following tables show the trend in value, volume of production and 


Average 
Price per Pair 
2.285 
2.596 
2.047 
1.563 
1.650 


Average 
Price per Pair 
3.19 
3.20 
2.56 
1.89 
1.92 


Average 
Price per Pair 
3.21 
3.10 
2.57 
1.97 
2.17 


Average 
Price per Pair 
2.25 
2.12 
1.59 
1.32 
1.50 


Average 
Price per Pair 
1.74 
1.75 
1.35 
1.01 
1.08 


Average 
Price per Pair 
9 
95 
76 
164 
.65 


Average 
Price per Pair 
2.25 
3.49 
2.17 
1.90 
2.28 


Average 
Price per Pair 
1.05 
1.04 
85 
62 
70 
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STROLLER 


he Fall line is out . . . and what a 
profit-line it will be for you! Styles—materials—colors— 
heel heights that every woman will want and buy. 


A Magic Sole that wins new customers and is a “natural” 
for repeat business. Distinctive, unforgetable national ad- 
vertising in leading national magazines. Jean Abbey radio 
broadcasts in 16 cities to supplement this advertising. 


Eye-catching store display material and customer-winning 
dealer ads. This Fall, feature AIR STEPS SHOES for women 
and have the biggest selling season you ever had. Keep an 
eye open for the Air Step salesman who’s on his way to 
see you. 


Wrow,s Gase Gouge, 


Manufacturers, St. Louis 


Also makers of Air Step Shoes for men and 
Buster Brown Shoes for boys and girls. 


FERNWOOD 











Soles 


O86, 6 8S 6 


Lt 


LEATHERPLUS outersoles 
and VAN TAN innersoles 
are the foot comfort 
twins. Both are 


products of 


VAN TASSEL LEATHER CO. 
NORWICH, CONN. 











Moccasins 




















TAP 
DANCE 
SHOES 
= 
In 
Stock 
= ; 
wenn, ae “ee Misses’ Sizes 
Misses’ $1.70 A-B-C 2%-8 11% 9-2 
—— OWENS SHOE CO. == 
——. 28 Goodhue St., Salem, Mass. = 











Opens New Family Store 


SANDUSKY, OH10.—Herman Erlen has 
recently opened a family shoe store at 
127 W. Market Street, this city. 

Mr. Erlen has spent 15 years in the 
shoe business, having been connected 
with the Schiff Company since 1927. 
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Youthful Styles in Men’s Shoes 
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Men’s Summer shoes are stepping out of their former monotony and assuming a 


gayer, more youthful stride. Palm 
being used 


cloth, in colors, is one of the materials 


this season to do the trick. It is used here in an allover pattern and 


in combination with calfskin. 





Freeman New Richland 
Sales Manager 


NASHVILLE, TENN.—The appoint- 
ment of W. W. Freeman as sales man- 
ager of the Richland and Davidson 
Shoe Companies, divisions of the Gen- 
eral Shoe Corporation at Nashville, 





W. W. FREEMAN 


Tenn., and manufacturers of shoes for 
men, is announced. Mr. Freeman suc- 
ceeds George W. Noland as head of the 
sales force of the two companies, and 
Mr. Noland becomes head of the new 
Service Division of the corporation. 

Mr. Freeman has been a member of 
the Richland-Davidson sales force since 
the founding of the companies. 

One of the most popular salesmen in 
the trade, he has been a leading repre- 
sentative of the Richland and Davidson 


divisions for several seasons. His ap- 
pointment as sales manager was fol- 
lowed by a number of congratulatory 
messages on his promotion, both from 
salesmen of his own company and from 
others in the trade, and he has the 
assurance of the best support in his new 
position. 





Skinner Sales Manager Tours 
Mid-West Territories 


New YorK.—Frank D. Meade, sales 
manager of the shoe division of William 
Skinner & Sons, manufacturers of 
silks, satins and crepes, left recently 
for a tour of the mid-West territories 
covering Illinois, Michigan, Ohio and 
Missouri. He will contact the different 
representatives of the company in each 
territory, following up the increasing 
trend of satin and leather combinations 
in street shoes, which has made itself 
apparent in new lines of shoes. 





Foreign Visitors at 
Boston Show 


Boston, Mass.—Among foreign vis- 
itors at the recent Shoe and Leather 
Fair in Boston were John R. Bedggood, 
director of Bedggood & Company, Ltd., 
Melbourne, Australia; and C. E. Tink- 
ler, of Waldas Shoes, Ltd., Melbourne. 
These gentlemen have been making a 
prolonged tour of shoe manufacturing 
sections of the United States studying 
American system, with especial atten- 
tion to styles. Both of these gentlemen 
are Recorder addicts and state that the 
Recorder is as essential to them as it 
must be to any American shoe man. 

Another foreign visitor was K. W. 
Gardner, of J. Kennon & Sons, Ltd, 
leather manufacturers, Melbourne, Aus- 


tralia. 











BOOT AND SHOE RECORDER, June 12, 1937 


Df Scholl's 


TRACE MARK 


SERVICE 


TRACE MARK 
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FOOT COMFORT 


riuingewe Int BIGGEST Demand In History! 


sts weigh 
OPEN YOUR EYES TO THE HANDSOME PROFITS ALERT DEALERS ARE MAKING! 


more 
in gold to you! 
haven’t Dr. Scholl’s Foot Comfort Service in Write for 


Never in the history of the Shoe business has 
your store you are missing a big source of rev- New Catalog 


the demand for Dr. Scholl’s Foot Comfort 
Appliances been so a so insistent. a 
it is growing every day ... Relieving foot 
mi: pays | Bt wen in profits Ho res- 
tige. It wins and holds customers . . . If you 


enue. NOW is the time to get it. The invest- 
ment it requires is small. The returns on it are big. Our 
advertising keeps bringing you the business. Write for 
details today. THE SCHOLL MFG. CO., Inc., Chicago. 


ERA TOE 


ARCH SUPPORTS 


Hoot omfou 
U 


APPLIANCES 


REMEDIES 





L. A. Carlock in 


Texas Territory 


NASHVILLE, TENN.—The General 
Shoe Corporation announces the ap- 
pointment of L. A. Carlock, popular 
salesman of the trade, as sales repre- 
sentative for its Richland and David- 
son shoe company divisions in the east 
Texas territory. 





Shoes Displayed 
In Radio Studio 


Opens Another Douglas Store 


Los ANGELES, CALIF.—The second in 
a series of exclusive W. L. Douglas shoe 
stores owned and operated by Irving 
King of this city has been opened at 
317 West Fifth St., with E. V. Marks 
as manager. Several locations have 
been secured by Mr. King and addi- 
tional stores will be opened shortly. 


Mr. Carlock will fill the post in this 
area formerly traveled by W. W. Free- 
man, who has been on the sales force 
of the two companies since their found- 
ing. Mr. Freeman’s new capacity will 
be that of sales manager for the two 
companies. 


Dayton, Ohio—T ying in with the weekly 
radio transcription program of Rike-Kumler 
Co., one of two display windows of WHIO, 
broadcasting station of the Miami Valley 
Broadcasting Co., an affiliate of the Day- 
ton Daily News, was devoted to the display 
of Matrix Shoes. 

Each week at 2:30 p. m. on Thursday, a 
15-minute program is presented from the 
radio station. It is known as the “Time to 
Relax” program. 























| eae | 


In Sole Leathers... just as there is... In Bows 


Lively and responsive action is what the archer seeks in his chosen bow... and the 
discriminating shoe buyer carefully appraises the merit of lively, friendly-feeling, 
foot-action leather. The sensing touch of fingers is not unlike the determining feel 
of feet. U.S. Leather is scientifically tanned to afford the embodiment of all these 


desired qualities. 


The UNITED STATES LEATHER COMPANY 


27 Spruce Street. New York, N. Y. 
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Everyone Passing 
is a Possible Prospect 


SELL THEM 





THE TICKET: 


UNE DY L67n0 a0, 
Ok 
y, 
DISPLAY CARD SAMPLES, HARMONIZING TICKETS | 


The background of the card 
is light blue with « sailboat and SELLING MESSAGES SENT ON REQUEST 





design in deeper blue, white 

and yellow. The ticket is in 14 snappy and informative selling messages 

harmonizing shades of blue, each month for men’s, women's, children's shoes, 
} white, and yellow. women's hosiery. store service, fitting, quality, styles. 
} Single cards, 60c each—without text, 35¢ each [ 


(PRICES FOR MONTHLY SERVICE SHOWN ON OPPOSITE PAGE) 
ATTRACTIVE HAND LETTERED PRICE TICKETS 


In popular denominations and blank. Samples of iri-stock 
tickets available. - 





WITHOUT STORE NAME: 6 dozen, $1.10—12 dozen, $2.00 


WITH STORE NAME: 100 tickets, $3.00—200, $5.00 
CHECK WITH ORDER, PLEASE, UNLESS C.0.D. PREFERRED 


MERCHANDISING AIDS 


Pouy Cue Polly Clips 


: for Price Tickets—Adjustable— 
for Price Tickets Tilt at any angle. 
























































| Lepore: 
fa “oto eer ibe peers $4.00 : rE 
CARD HOLDERS Recorder Stock Record 7 F 
Two styles available: Natura! Tickets & 
wood finish as illustrated above; ’ for shoe cartons. Cyclone clips 
. att a Siimeiad Wes included: sececece Z 
ttle baldoos tho aay ohn ord SHOE HOLDER =— fgg) | 238 
and harmonize with the finest ; eecteemen I Lg 
| window display fixtures. Natural View Shoe Holder aa 
qt Supplied with annual services. To display shoes as the wearer “Es 
will actually see them on his Pdtce..........5 ay 
feet: : 
aban ehbae pn syeneeeme 
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FEATURE POINTERS 


precisely point out in-built values. These 
ARROWS are obtainable in two combina- 
tions: corn with green border, or buff with 
green border. Choice of forty selling phrases, 


or blanks. 
12 dozen (printed or blank) 
6 iT] oo oo oe 


SPECIAL: 


Combination of one gross Polly 
Clips and one gross Arrows, only 


ANNUAL DISPLAY CARD 
SERVICE INCLUDES 


EXCLUSIVE FRANCHISE with annual card service to one merchant in an 
average size town, suburb or city shopping center. 


STORE WINDOW BULLETIN supplies merchandising and display suggestions 
each month 


SPECIAL CARDS, with wording as wanted. 


EXCHANGE OF CARDS: Annual card service subscribers may exchange any 
eards received for others of the current month, whose text better covers 
their merchandising program. 


PRICE TICKETS: Blank tickets, harmonizing with the current month's cards, 
supplied free. 


(MPRINTED PRICE TICKETS with prices as wanted, te assure well blended 
trim, are 35¢ per fifty, additional. 





MONTHLY or 
Ese | 





$5.00 100 





4.00 100 








) g FOR ITSELF + IN 
fui INCREASED BUSINESS 
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“2; Beige bo “J”: White board. “X”: Shell pink 
. in orange Soin te shades board. Design in 


and green. 


Size: 12" x 29,”—Prices on epposite page. 
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CARD SERVICE 
y, in following 


8s, Women’s, Children’s Shoes and Women’s Hosiery. (Cross out 
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lines 
STREET 


For 


subscribers 


must be drawn on U. S. 


‘e) 
5 
z 
= 
¢ 


+. per year, payable 


For this service we will pay 
- per month. 
cash In advance, full year’s 
service, 5% discount. Checks 
foreign 
banks, or include exchange. 
if for any unforeseen reason 
we wish to discontinue ser- 
vice before expiration of or- 
der, we agree to pay $1.00 
per month additional fer 
each month’s service deliv- 
ered, and agree te return the 
card holders. 


FOR 
eacee 
ee 
from 


MERCHANTS SERVICE DEPARTMENT 


BOOT € SHOE 
Kear: 
209 S:‘STATE ST CHICAGO-ILL 


Zz @heok. with order. please. unless 0.0.D. sreferres 


seseey ConSisting of 
. IMPRINTED 


Please enter our order for 

Recorder “Selling Mes- 
sages,” beginning with JUNE, 
continuing monthly for one 
year, for Card Service 
= - card holders (with 
the first menth’s§ service), 
blank tiekets each month, 
TICKETS, at S¢ per fifty, 


the 
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SALESMAN WANTED SALESMAN WANTED POSITION WANTED 
S# OE Salesman—tTerritory open for New BUYER.. Have ge Bs 10 "Foccond cnpetinnne 
Jersey, eo aa — hia, Baltimore buyer in Dept. S ca pable 
WANTED and Washington. line of Riding shoe man; highly slaltful in "is eeraaiioles. 


SALESMAN IN CHICAGO 
WITH PLENTY ON THE BALL ! 


Here’s a real opportunity for the right 
man to carry a line of Women’s Shoes, 
$5 and $6.00 retailers, for an Eastern 
distributor. Illinois, Indiana and Ken- 
tucky territories open. Line has great 
acceptance in department store field 
and offers an outstanding chance for 
an experienced shoe salesman to build 
up a profitable territory. Prefer man 
with home in Chicago. Let us hear 
from you at once. 


Address F-380, Care 
BOOT & SHOE RECORDER 
239 West 39th Street, New York, N. Y. 











SA fekay wel, wanted by a comeay 


% Commi 
basis. sirens ras, care Boot & Shoe - 
corder, 239 West 39th Street, New York, N. Y. 





yn salesmen wanted—One for 

Chicago and surroundings and one for 
Northwestern Ohio and Eastern Indiana for 
women’s novelty shoes and arch supports. d- 
dress F-362, care Boot & Shoe Recorder, 239 
West 39th Street, New York, N. Y. 





At PROMINENT LINE of Women’s gen 
Footwear that has been sold many ir 
from coast to coast offers a number of hi 
grade men a very attractive connection. is 
strong line paying substantial commissions is 9 
money maker for hustling, ambitious men. If 
= are interested in a California—Arizona and 
ew Mexico—Wisconsin—: it and vicinity 
—Florida—Georgia—or Carolina territory, write 
giving number of ar of oe “1 experi- 
ence. Address F-363, care hoe Re- 
corder, 239 West rs Street, ys Fok nN.’ ¥. 





wishes eee perienced, to represent 
live-wire Women’s Novelty Shoe Pm fea- 


, St. pa Mo 





WANTED-— Salesman with established busi- 
ness in North Central Pennsylvania and 
South Central New York State for outstanding 

gee line of shoes and rubber footwear. Write 
Hurd Shoe Co., Inc., Utica, N. Y., stating age, 
lines carried, shipments last two years and giving 
two or three references, preferably former em- 


ployers. 





Boots, Athletic enue P Rubbers and_ Tennis. 
Straight commission. Address F-381, care Boot 
4 oe Recorder, 239 W. 39th St., New York, 





SALESMAL Te carry popular side line of 
infants’ rewelts on commission basis. 
SHOE-CRA INC., 2947 N. 30th Street, 
Milwaukee, Wis. 





SALESMAN yo vee radeon side nf 


for volume trade—ret 3 
Two small jewelry samples. Good commissions. 
All territories open. Address F-382, care 
pest & Shoe Recorder, 209 S. State ‘Street, 
icago. 








LINE WANTED 


LINE WANTED FOR NEW ENGLAND— 
Representative who has covered the New 
England trade successfully for many years is 
desirous of securing a good line of shoes for 
that territory. Will cover the greater Boston 
territory on a purely commission basis. Best 
of references furnished. Address F-383, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 








SALESMAN with big following of best retail- 
ers desires connection with manufacturer of 
Men’s better shoes for Metropolitan New York. 
Address F-385, care of Boot & Shoe Recorder, 
239 West 39th Street, New York, N. Y. 





FOR LEASE 


SHOE Department, in leading department 
store. Prosperous town of 9000—with a draw- 
ing tion of 35,000. 100% location, 220 
‘t. shelving space. Address F-384, care Boot & 
Shoe Recorder, 239 West 39th Street, New 
York, N. Y. 








Cole Appointed Mark Buyer 


MiamMI, Fia.—Jerry Cole has suc- 
ceeded Reuben Stiefel as buyer and 
manager of the shoe department in the 
Mark’s Store. Mr. Cole was previously 
with Pennet on Fifth Avenue, New 
York, and also in the French Boot 
Shop, New York. He will have charge 
of the women’s and children’s depart- 
ments. Mr. Cole has been associated 
with the Mark’s Store since its reor- 
ganization some time ago. 


reason for changing position. Address 
F-377, care Boot & Shoe Recorder, 239 West 
39th Street, New York, N. Y. 





AVAILABLE shortly. Successful buyer of 
woman’s and children’s ‘high grade footwear. 
Thorough knowledge of market. Department 
and shoe store experience. Address F-378, care 
Boot & Shoe Recorder, 239 West 39th Street, 
New York, N. Y. 





FUTURE WANTED by capable retail shoe 
executive. Am now, and ve been for 
eight years, managing various stores for one 
large, retailer of women’s quality’ shoes. Five 
years’ experience managing leased departments 
in high grade women’s s ty stores. Mar- 
ried. Will go any place. 
will stand “2 By enn ag Address F-379, 
care Boot & Shoe Recorder, 239 West 39th 
Street, New You N. Y. 





WANTED TO PURCHASE 








SHOE STOCKS BOUGHT: 
Complete or Part 
Wholesale or Retail 
BARIS SHOE COMPANY, Inc. 


79-81 READE STREET, NEW YORK, N. Y. 
Telephone WORTH 2-5180, 518! 








Buyers of Surplus Stocks 
ont me - A Re Ol a 
QUANTITY NO OBJECT 
KIRSCH-BLACHER CO.., Inc. 


106 Duane St: New York 
Phone WOrth 2-5377 and 5378 











ity, Arch Preserver., 
tonians, Stetson, Red’ Cross, Nunn Bush, Ete. 
IBVIN BUBIN 
“The House of Jobs” 
89 Reade St., Cor. 





Church 
|_Phone Barclay 7.1887 __ New York City | 








mum charge, 7 


address should be counted. 


Classified advertising is payable in 





CLASSIFIED ADVERTISING RATES 


The rate for “Position and Lines Wanted” advertisements is 4 cents per word for all undisplayed advertisements. Mini- 
5 cents. For all other classified advertisements the rate is 
When a box number is desired twelve words should be added for the address. 


The rate for all display classified — is $5.00 an inch with a maximum of 45 words. 
vance. 
fe Advertisements for this page must be i in our New York office on Friday of the week preceding publication. > | | 


7 cents per word. Minimum charge, $1.25. 
In all other cases each word of the 
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INCREASE YOUR SALES 


with the original 
SHOE DOCTOR SHRINKERS 


Roller type device 


ADDITIONAL SALES are 
made when you obtain the 
confidence of your customers 
by giving those hard-to-fit- 
feet a perfect fit. Our Shrink- 
ing Devices, when used with 
our specially prepared fluids, 
give the proper fit to shoes 
which fit large around the 
top, slip at the heel, or gap 
at the sides. Any fullness 
or wrinkles in leather or 


$ 2-00 fabric are easily 


Curved type Iron without harm. 
Send your order or write for detail information. 


Special combination offer $25.00 (fluids in- 
wudes In above prices) f.o.b. Indianapolis, 
Indiana. 


E. C. SMELTZER CO. 


121 EB. Sist Street, Indianapolis, Ind. 


PAT. NO. 1990049 


shrunk 











Fall Shoes As Seen 
At Boston Fair 


[CONTINUED FROM PAGE 15] 


We found that the demand for low- 
cut trimmed pumps has not percolated 
as yet to the most popular priced shoes, 
although in the upper price levels at 
the Fair, it showed definite activity. 
One exhibitor in the Palmer House 
group sent a hurry call for more 
sample patterns in this silhouette to 
show to interested buyers. 

Open toes for the early season were 
being shown and bought in about half 
of the lines. In the middle range, they 
were less important than at the upper 
or lower extremes of the price scale. 

Color preferences worked out just 
about as you would expect. Big busi- 
ness on black, of course. Always as 
much as 60 per cent and often consider- 
ably high. Browns coming for 25 to 30 
per cent of the orders. All the novelty 
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for SCOUT SHOES 
ENTRAL SHOE Co. 


GC 
Menulectuen ¢ @ ST. LOUIS, MO. 


BOY 
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SCOUT SH 





Correct Fitting Is Important 
@ It provides foot comfort which leads te 
repeat sales. Dunde Re-Shaping De- 
vices help you to make the necessary 
fitting adjustments. Write for prices 
and your copy of our descriptive catalog. 
DUNDE SHOE RE-SHAPING DEVICES, INC. 
Republic Bidg., 209 S. State St., Chicago, II. 
Hughston & Rennie, 37-39 Bulwer 8t., 
Toronto, Canada 


DONDE Shoe Re-Shaping Device 











colors together acounting for not more 
than ten per cent of total sales. 

In these novelty colors, blue comes 
first—as a carry-over color. The step- 
ping-up of blue demand from last Fall 
was noted in many showrooms. This, it 
was felt, was not due to any conviction 
about blue as a Fall color, but was 
simply good merchandising to take 
care of customers who would carry over 
-blue costumes from the Spring. 

Green got the palm for style novelty; 
wine lagged behind and gray was prac- 
tically negligible. 

While dark multi-colors, or ombrés 
(multi-colors applying to contrasting 
colors in combination, ombrés to blend- 
ing shades) were not, by any means, 
generally represented, the firms spon- 
soring them reported that their sales 
outnumbered all the single novelty 
colors put together. Many retailers 
were considering ombrés as part of 
their brown commitments, figuring that 
this new note would be particularly 
useful with the costume in brown 
tones. 

Early orders were so overwhelm- 
ingly suede, that there is no doubt 





Chain Store Efficiency 


about the leading leather for the first 
run. Fabrics were being deferred for 
later buying, except in the staple types 
where a few were included for imme- 
diate delivery. Satin combinations with 
suede were well represented in the 
samples shown and were being bought 
as extra, promotional shoes. The triple 
combination of suede, satin and patent 
leather, as sponsored by one house, 
made a surprisingly effective treat- 
ment. 

In many of the exhibits at the show, 
silhouettes were extreme and treat- 
ments were often tricky too, excep- 
tions to this rule—lines that let novel 
silhouettes speak for themselves and 
played down the trimming details. And 
we noted that these particular houses 
were doing good business. From com- 
ments made by a number of retailers, 
we gathered that there is a demand for 
these simpler shoes at popular prices, 
and that the manufacturers with more 
restrained lines were cleaning up. This 
may or may not prove a point. We are 
inclined to think that it does go to 
show that it might be well to watch 
one’s step on too tricky patterns for 
the Fall of 19387. 


BROOKMIRE presents 


“Investment Management & Portfolio Control” 


records are made available -..a brochure on the Brookmire cyclical plan for Investors 


to independent retailers in the 

Investors who have the responsibility for the 
management of investment funds of $100,000 and over are in- 
vited to write for this 50-page brochure which discusses the 
problem of capital growth as it pertains to capital conservation. 


Reserve Mlanagement Corporation 


Investment Managers A Division of the Brookmire Corporation 
Administrative Economists and Investment Counselors . Founded 1904 


S351 FIFTH AVENUE AT FORTY-FIFTH STREET ¢ NEW YORK 


Recorder’s Stock Record System 
(either in cards or book form) 


Samples on Request 


MERCHANT’S SERVICE DEPT. 
209 So. State St., Chicago, Ill. 
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Harrisburg Retailers 
Form Association 


Harrispurc, Pa.— Officers were 
elected, committees appointed and by- 
laws adopted by twenty-five shoe mer- 
chants and managers at a dinner 
meeting held recently in this city for 
the purpose of forming an organiza- 
tion to be known as the Harrisburg 
Shoe Retailers’ Association. 

Officers elected are: Walter F. Deis- 
sler, manager of the shoe department 
of Bowman & Co., president; V. L. 
Morris, Walk-Over Shoe Store manager, 
vice-president; B. E. Crego, C. J. Crego 
& Son Shoe Store proprietor, secretary, 
and Harry F. Hannasch, shoe depart- 
ment manager of Pomeroy’s, Inc., 
treasurer. 

Members of the board of directors 
include: Willard Lewis, Mary Sach’s 
shoe department manager; Mr. Crego; 
Joseph Smith, co-owner of Smith 
Brothers’ Store; Mr. Hannasch; C. B. 
Rodney, proprietor of a shoe store bear- 
ing the same name, and Benjamin Can- 
tor, Cantor’s Shoe Store proprietor. 

Committees and their members ap- 
pointed are: Membership, Mr. Morris, 
chairman; Herman Latt, Hermann’s 
Shoe Store proprietor; Oscar M. Bil- 
low, shoe department manager of Stark 
Brothers Store; R. L: Stern, Stern Shoe 
Store; Mr. Crego and Mr. Lewis. 
Grievance, Mr. Hannasch, chairman; 
E. C. Querry, Klevan Brothers Shoe 
Shop manager; Mr. Morris; Mr. Smith; 
Leonard J. Gray, Book’s Shoe Store 
manager, and Mr. Cantor. 

President Deissler will appoint a 
confidential investigation committee to 
investigate complaints. The board of 
directors will appoint a committee to 
handle topics to be discussed at future 
meetings. Meetings will be held the 
third Tuesday of each month, the next 
meeting to be held June 15, when ad- 
justments, white shoe sales and store 
clothing will be the main topics for 
discussion. 

The purpose and object of the as- 
sociation, according to the secretary, 
shall be for the betterment through or- 
ganization of the retail shoe business 
in Harrisburg, and to draw closer to- 
gether the legitimate shoe dealers of 
this city and vicinity. The president 
believes the membership will be in- 
creased to forty within the near future. 





To Sell Store 


HarrissurG, Pa.—Joseph Smith, co- 
owner of the Smith Brothers’ Shoe 
Stores, has announced that they plan 
to sell the store at 502 Market Street, 
Chester, Pa., which has been operated 
for nineteen years. 

“We are cutting down on our chain,” 
Mr. Smith stated. “We gave up our 
Shamokin store in December.” 

Sale of the Chester store will leave 
three stores in the chain. The Harris- 
burg store will be operated by Joseph 
Smith; the York store by Meyer Smith, 
and the Williamsport store by Louis 
Smith. 
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BOOTS AND SHOES 
BROOKS SHOE MFG. CO., Philadelphia, Pa... 2.66... cece eee 





GROWN SHOE GOMPANY, St. Louis, Mo.. 2... 20.0. .cc ieee c ec ccccbucccscen oe: 49 
Cope: see cs, donk Mea... eS 55 
CLAPP, EDWIN, & SONS, INC., E. Weymouth, Mass............................ 46 
ENDICOTT-JOHNSON CORP., Endicott, N. Y........000000 0c ccc cece eee eveceee & 5 
FRIEDMAN-SHELBY SHOE CO., St. Louis, Mo.... 0.0.06... c cc ce ccc ccc ce cecce ee. 10 
GOOORICH, & ©. CO. Watertown, Mass... . 22. 06. i os oe oi cals 7 
GREEN SHOE MFG, CO. Boston, Mass... 05. os ieee cca cec ese ciuecies Back Cover 
MARSHALL, MEADOWS & STEWART, INC., Auburn, N. Y............0...0..000-. 26, 27 
MRS. DAY'S IDEAL BABY SHOE CO., Danvers, Mass...............00 cece cc eea ee . 4 
POUT TP Oar Gy PATIOS, WB. is on ee Fees ee ES is 3rd Cover 
SPR PPSP, Sete GED, PIUIMBOIET, TODAS ioc ois koa cee we cee cbetey oe od 48 
SNe RN Sr, MEN, WANN sooo gcc oe < tobe SRR AOOE CRE ee OUR OR 50 
PETERS, BRANCH OF INT. SHOE CO., St. Louis, Mo............00. 0.00 cee cee eeee 8 
RAGE Gre were, Coa Racine; Wie... ec ec 42 
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The perfect 
forepart 


ARCH-TYPE 


Make sure that your customers have the advantages of these modernized arch-type shoes. They are far 
more flexible and comfortable than shoes made with innersoles — better wearing, too. And like all 
Compo Shoes the bottoms are smooth, the edges trim with no channels to peel. This new application 
of Compo Technique is particularly suited to models with medium or higher heels. It brings a new 


daintiness and charm to footwear without sacrificing any of the strong support which is an essential of 


co SHOE every arch-type shoe. Compo Shoe Machinery Corporation, Boston, Massachusetts. 


Smooth Sole 
a Ome 
“Peely” Sole TRADE MARK 


SINGLE-SOLE ARCH-TYPE SHOES 


123,000,000 PAIRS OF COMPO SHOES HAVE BEEN MADE THIS YEAR 





Vol. CXI, No. 16, BOOT AND SHOE RECORDER, gg: oy Saturday by Chilton Company (Inc.), Publication office, Chestnut and 56th Sts., Philadelphia, Pa. Editorial 
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August 9th is suggested because then 
only about 1/3 of the young women who 
are employed still look forward to their 
- summer vacations. This is also the time 
when other departments start reducing 
prices on bathing suits, men’s summer 
furnishings, etc. 








G. LEVOR & CO.,, INC. 


Tanners over 60 years 
“THE WHITEST WHITES” 


Gloversville New York 
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The individual and collective experience and 
facilities of these manufacturing units 


are constantly available to the Shoe Industry 


AMT = ETAT = > - —_ so aeerier seaman ‘ 
ea NO Sa par ty Eas SUSE eee Bag casera ae eet are 


FITZ BROS, CO. EMPIRE LAST WORKS 
AUBURN, MAINE _ ROCHESTER, N. Y. 
) T. W. GARDINER CO. KRENTLER BROS. CO. 
LYNN, MASS. $T. LOUIS, MO. 
UNITED LAST CO, KRENTLER BROS. CO, 
BROCKTON, MASS. MILWAUKEE, WIS. 


STEWART & POTTER CO, THE LAST WORD  ynitep Last co., ttD. 


BROOKLYN, N. Y. U N | 3 z D MONTREAL, P. Q. 


op a he 


Seat = Panay ae eee necks 
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UNITED LAST COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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What does the Health Spot Shoe 
Franchise mean to you? 


ENGINEERING 
Enters the Shoe Store 
.... as a basis for 
making money thru 


SERVICE 


Seven people out of ten in your 
trading radius suffer with some 
form of foot trouble. They walked 
into it in wrong shoes—they can 
walk out of it in right shoes. 


This is the shoe retailer’s 


GOLDEN OPPORTUNITY! 
HEALTH SPOT SHOES 


have been created after years of 
scientific research to straighten up 





HEALTH SPOT SHOES 






































STANDARD HEALTH SPOT SHOP 
WINDOWS AND FRONT 


weak feet and to get at the basic _ 


cause of all foot troubles. 


With the Health Spot Shoe as a 
profitable mark-up unit, plus dealer 
training schools, modernized store 
fronts and interiors, budget control 
and store finance . .. Health Spot 
Dealers enjoy an ever growing cli- 
entele of repeat customers, earned 
through rendering a valuable pub- 
lic service in correcting weak feet. 


A few franchises for exclusive 

Health Spot Shops are available in 

- certain cities in the United States 

with a population of 25,000 to 
100,000. 


Supplemented with the 

educational window’ dis- 

plays as_ backgrounds, the 

standard Health Spot window 

is a vital factor in creating a 

professional atmosphere whic! 

serves to build confidence and 

brings window shoppers into the SUGGESTED FLOOR PLAN FOR 
store practically sold. STANDARD HEALTH SPOT SHOP 


INTERIOR. 





MUSEBECK SHOE CO. 


DANVILLE 


» ELLINOTES 
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IN STOCK 
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4700—Infants’ White Patent Front 
Strap, oak sole, wedge heel, Stitch- 
down construction. Size 2/8. 


72'/r¢ 
4701—-Same in Black Patent. 
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5546—Infants' and First Step Two- 
tone Oxford, blonde vamp, brown 
quarters, tongue and vamp under- 
lay, Stitchdown construction. Sizes 












4703—Same in Red Patent. 





5541—Infants' and First Step White 
Elk Front Strap, Stitchdown con- 



















5514—Infants’ and First Step . . 
White Elk Roman Sandal. Stitch- ha seca ' 
down construction. Sizes 2/8. 5499—Infants' and First Step White 
$1.00 Elk Blucher, pinked vamp trim, 
5513—Same in Patent. Stitchdown construction. Sizes 2a ( 
5¢ 


5011—Misses' White Elk Oxford, 
rubber sole and heel. Stitchdown 
construction. Sizes 8!/2/2..77'/o¢ 


5011!'/2-—Same in Child's. 


fetes 5548—Infants’ and First Step 
fet \ White Elk Oxford, Vamp cut-outs. 
Stitchdown construction. Sizes 2/8. 
75¢ 
5549—Same in Patent. 


ere 


5018—Misses’ and Child's White 
Elk Sandal, rubber sole and heel. 
Stitchdown construction. Sizes 
ri rina” 


SAW, 













Sade a a ea 


ates Tote 





5067—Misses' and Child's White 5359—Misses’ and Child's White 


Elk Front Strap, Surewear sole, Elk Oxford, Surewear sole, Misses’ 5: 
rubber heel, Stitchdown construc- with 8/8 leather heel, Child's with Fr 
tion. Sizes 8'/2/2 ....... .87/¢ 5/8 leather heel, Stitchdown con- wi 
5068—Same in Patent struction. Sizes 8!/>/2...... $1.00 5/ 

' st 


ENDICOTT - JOHNSON 
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WE’RE PROUD OF THESE SHOES— 
yYOU’LL BE PROUD TO SELL THEM! 


Children's Shoes have always been a specialty with Endicott 
Johnson. For many years we have devoted a goodly portion of 
our time and research facilities toward making really good fitting 
and long wearing shoes for the younger members of the family. 


We are justly proud of the product which we now manufacture— 
proud because they're good shoes of good leather—proud be- 
cause so many thousands of children wear them and their parents 
like them—and proud because they have built many a merchant's 
children's shoe department into a profitable business twelve 
months of every year. 


This new line is especially designed for young feet. There are 
styles for Misses, Children and Infants to sell at a price which is 
more than attractive to budget-minded parents and which brings 
every retailer a more than fair return. 


ORDER THESE SHOES TODAY! THEY'RE IN STOCK READY FOR 


IMMEDIATE DELIVERY! 


5364—Misses' and Child's White 
Elk Front Strap, Surewear sole, 
Misses’ with 8/8 leather heel, 
Child's with 5/8 leather heel, 
Stitchdown construction. Sizes 


RR eos ar Ses acicsoe $1.00 


5365—Misses' and Child's Patent 2500—Girls' White Elk Sandal 
Front rye ig 20" oe Linol sole, 10/8 rubber tap heel, 
with 8/8 leather heel, Child's wit . ; F F 
Sk Matas huel. Gltchdewn con- Stitchdown construction. Sizes 
struction. Sizes 8'/2/2..... $1.00 


NDICOTT, N.Y | Xewiork cry 





BOOT AND SHOE RECORDER, June 19, 

























BOOT AND SH%E RECORDER, June 19, 1937 Page 9 











Kane, Dunham & Kraus 
STYLES IN EVANS FEATHERNAP 


To the right: The Vogue — all-over brown Evans 
Feathernap with brown shirred goring. 

Upper Left: The Burdine —all-over black Evans 
Feachernap, black silk kid piping; and grey stitched 
eyelets. 

Lower Left: The Rodeo— all-over black Evans 
Feathernap with black patent lacings in the tongue. 










SJ _ 
ww 
| is With every fashion authority talking suede and soft feminine pertness 


for fall — the obvious material for correct footwear is Evans Feathernap. 
Feathernap is all the name implies — smooth, lithe, and handsome with 
x, \ a perfect length nap on its fine supple skin. Most alert manufacturers, 
as Kane, Dunham & Kraus, have already discovered the extra appeal 
of Feathernap. Specify this superior tannage for your shoes. Feathernap 


is easier to work and lots easier to sell. John R. Evans & Co., Camden, N.J. 
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Our ieee development — Diamond Brand Fast 
Color Eyelets with Aluminum barrels — are now 


available to shoe manufacturers in a wide selec- 


tion of standard colors and sizes. 


These new eyelets merit the consideration of 
manufacturer and retailer alike. 


UNITED FAST COLOR EYELET COMPANY 


140 FEDERAL STREET, BOSTON, MASSACHUSETTS 
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DRESSING UP TO STAY AT HOME.... 


(a) 70261—''The Tuxedo'"—This is a new pattern 
satin D'Orsay with satin lining and French bound 
vamp edge. Stocked in Black and in White, AAA 
to B widths. Price $2.70 


(b) 70308—"'The Frou-Frou'"—A satin mule with 
ruffle trim. Stocked in Black & Flame, Coronation 
Blue, Dubonnet, Tea Rose, and Turquoise, AA and 
B widths. Price $3.25 


(c) 20233—V elvet D'Orsay with shirred trim. 
Stocked in Black, Coronation Blue, Flame and Wine 
in A and C widths. Price $1.95 


(d) 70309—Satin open toe mule with satin lining 
and 16/8 heel. Stocked in Black and in White, 
AAA to B Widths. Price $2.85 


(e) 70398—A satin ornamented mule with satin lin- 
ing. 20/8 heel. Stocked in Black and in White, 
AA to C widths. Price $2.55 


(f) 70251—Satin open toe Lollabye with 16/8 heel. 
Stocked in Black and in White, AAA to B widths. 
Price $3.30 


There's just as much dressing up and staying 
home going on these lazy days as there is 
dressing up and going out. Daniel Green has 
made sure that women who dress up and just 
stay around will wear Daniel Green "stay-at- 
homes". Forceful national consumer adver- 
tising is impressing millions of women with 
the new, stimulating "at-home" shoes created 
by Daniel Green. Naturally, Daniel Green 
retailers showing these lovely slippers are 
pleased. In fact, just as pleased as their cus- 


tomers who buy the Daniel Green line. 


THE DANIEL GREEN CO. 


DOLGEVILLE, NEW YORK 
SALES OFFICES: NEW YORK CHICAGO BOSTON 





NU-FORM. (Below) For active 5 
correct metatarsal and longitudinal arch supports of 
sponge rubber. Crepe rubber sole. Mens sizes $1.00. 


Made with 


This summer is seeing a great increase in the 
number of people taking “Vacations with 
pay.” Many keen merchandisers, therefore, 
believe that a summer-long promotion of 
smart, practical, inexpensive vacation foot- 
wear will be profitable. 

BALL-BAND Footwear will help you get your 
share of this extra business. It meets every 
need of this new market. Three vacation mod- 


BALL- 


BOOT AND SHOE RECORDER, June 19, 1937 


LOCKER SANDALS. very ular for pool, 
locker room and shower wear. Newport Style ( )» 
Mens $1.25, Womens $1.20. Revere Style, Mens $.95, 
Womens $.90. 


De SOTO. (Below) For informal dress or active sports. 
Cork-and-rubber sole—very flexible, t and comfort- 
able. Excellent fitting last. Choice tan or white. 
Mens $1.65. 


els are shown above. There are many more— 
all bearing the Red Ball trade-mark, the ac- 
cepted buying guide for millions of footwear 
users throughout the land. Tie in with 
BALL-BAND quality and value; take advan- 
tage of BALL-BAND good will; make these 
summer sales— get this extra summer busi- 
ness. Order samples or write for complete 
information on these extra-profit items. 


BAND 


Mishawaka Rubber & Woolen Mfg. Co., Mishawaka, Indiana 





